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WASHINGTON—Variable annuities 
got the spotlight at the first annual 
convention of 
Assn. of Advanced 
Life Underwrit- 
ers. There was 
considerable dis- 
cussion of the sale 
of mutual funds by 
life agents but it 
was plain that this 
group of big-case 
agents was fasci- 
nated by the pos- 








ill P. Arden sibilities of the 
Merrill P. pcg ahs pen 
nuity. 


It was obvious that many members 
feel the variable annuity can effec- 
tively fill a gap in their clients’ estate 
planning for which stocks and mutual 
funds are often an incomplete solution. 
The fact that variable annuities have 
recently been declared by the Supreme 
Court to be subject to Securities & 
Exchange Commission jurisdiction was 
recognized aS a minor nuisance but 





OFFICERS ELECTED 

President—Merril P. Arden, Con- 
necticut Mutual Life, New York City 
(re-elected). . 

Vice-presidents—D. Allan Yambert, 
New York Life, San Francisco, and 
John O. Todd, Northwestern Mutual 
Life, Chicago. 

Secretary—William T. Fleming, 
Phoenix Mutual, Philadelphia. 

Treasurer—William J. Robinson, un- 
affiliated, Wilmington, Del. 





not viewed as a real deterrent. In fact, 
the decision was regarded as clearing 
the way for a real push to get the 
variable annuity show on the road, 
after meeting whatever requirements 
the SEC may impose. 

Maurice H. LeVita, executive vice- 
president of Guaranty Life of Wash- 
ington, D. C., and former actuary of 
the Maryland department, spoke in 
considerable detail on the principles 
and mechanics of the variable annuity. 
One speaker brought out that prob- 
ably more than half of the money that 
goes into mutual fund shares is to 
build retirement funds, but for this 
the mutual fund is poorly adapted, 
because in spite of various attempts 
that have been made, no pay-out ar- 
Tangement can provide the true an- 
nuity feature. 

A mutual fund representative said 





New Wis. Commissioner 


Charles L. Manson, 60, Wausau 
agent, has been appointed Wiscon- 
sin insurance commissioner. He 
will take office June 1 succeeding 
Paul J. Rogan. Mr. Rogan has an- 
nounced his intention to retire from 
Politics, but he is mentioned in some 
circles as the best bet for the next 
Republican gubernatorial candidate. 

Mr. Manson is president of the 
J. N. Manson agency of Wausau, 
one of the prominent agencies of 
the City. His brother, Stewart, is 
‘game state agent of Springfield 
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Variable Annuities Get Spotlight 
At AALU’s Ist Annual Convention 


the mutual funds are as much con- 
cerned about competition from variable 
annuities as life insurance people are 
about the inroads that mutual funds 
are making into the sale of cash-value 
life insurance. 


Buy Pay-Out Feature? 


The possibility was discussed that 
mutual funds would try to buy from 
regular life companies the annuity 
pay-out feature—much as some mutual 
funds now buy term insurance to 
insure the completion of periodic pay- 
ment plans for purchasing mutual 
fund shares. The consensus was that 
they would do this and if they couldn’t, 
they would buy or form their own 
variable annuity companies. 

President Merril P. Arden, Connecti- 
cut Mutual, New York City, said he 
would appoint a committee to study 
high-limit group cases, the attractive- 
ness of which will depend on continued 
favorable tax treatment. It may be 
that a letter ruling will be sought by 
the association to clarify the tax status 
of such plans. 


To Explore Compensation 


Mr. Arden said he would also ap- 
point a committee to look into agents’ 
compensation provisions in various 
companies. He said many members 
feel that there are inequities in some 
contracts. This will be carried out in 
cooperation with the officers and the 
association’s general counsel and ex- 
ecutive directors, Cooper & Silverstein, 
Washington, D. C. Some preliminary 
work has already been done. 

Additional coverage of the AALU 
convention will be in next week’s 
issue. 


‘*59 NOA Qualifiers 
Show 12.2% Decline 


WASHINGTON—Mailing of insignia 
and certificates emblematic of out- 
standing achievement in quality selling 
to 13,772 qualifiers for the 1959 na- 
tional quality award was begun this 
week by NALU headquarters. NALU 
co-sponsors the NQA program with 
LIAMA. 

The mailing is being handled on an 
alphabetical basis and should be com- 
pleted by May 15. 

An analysis of NQA applications ap- 
proved to date indicates that the total 
number of 1959 qualifiers is 1,916—or 
12.21%—below the final 1958 tally. 

NALU’s director of field services, 
Ann Bickerton, who is in charge of 
NQA processing, notes that this de- 
crease undoubtedly reflects the upward 
trend in lapse ratios and the industry’s 
continued inability to find solutions to 
its agency turnover problem. 

Among the 1959 NQA recipients are 
331 out of a potential of 368 who 
qualified for the 15th consecutive year. 
They will receive the new 15-year 
trophy—a handsome, gold-finished cast 
“Q” standing upright on a wooden 
base, with a metal plate carrying the 
winner’s name. 

In the 10-year category there are 

(CONTINUED ON PAGE 2) 
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Ponder Huge Tax 
Claim On ‘Captive’ 
Credit Companies 


WASHINGTON—Internal Revenue 
officials are considering the possibility 
of adopting a new policy ruling that 
would make “captive” credit life in- 
surers liable for some $100 million 
in back taxes, if upheld in the courts. 

The question arises in connection 
with captive credit insurers that re- 
insure credit insurance policies issued 
by other insurers. According to the 
IRS, this raises the question of wheth- 
er these captive companies are bona 
fide insurance companies, entitled to 
the treatment accorded life companies 
under the income tax laws, or are 
merely dummies set up to gain the 
more favorable tax treatment accord- 
ed life insurers. 

Some internal revenue agents have 
held that the credit insurance premi- 
ums should be taxed at the regular 
52% corporate rate. IRS headquarters 
here is considering whether or not to 
issue a general ruling to that effect. 
If no such ruling is issued, IRS could 
hold that the application of the in- 
come tax law with respect to credit 
life companies owned by or affiliated 
with finance companies depends on 
the particular facts in each case. 

Alinco Life, a subsidiary of Asso- 
ciates Investment Co. of South Bend, 
Ind., is one of the insurers involved. 
The situation is illustrated by the fol- 
lowing extract from the parent com- 
pany’s financial report for the six 
months ended June 30, 1958: 

“Alinco Life Ins. Co., a subsidiary, 
has limited its operation to the rein- 
suring of credit life risks relating to 
installment receivables held by non- 
affiliated companies. Income _ taxes 
have been paid at rates applicable to 
life insurance companies. During a re- 
cent examination of federal income 
tax returns for the years 1954, 1955 
and 1956, the revenue agent proposed 
that the entire income of Alinco for 
those years be taxed, either to As- 
sociates or to Alinco, at the general 
corporation rates. 

“This would result in additional tax- 
es and interest of $1.2 million for 
1954, $2.4 million for 1955, and $2.7 
million for 1956. If the same theory 
were applied to subsequent years, it 
would result in additional taxes and 
interest of $2.9 million for 1957 and 
additional accrual of $1.3 million for 
the six months of 1958. In the opin- 
ion of the general counsel of the com- 
panies, such additional tax, if assessed 
would not be lawful and neither com- 
pany would be liable therefor.” 
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Jefferson Standard Life’s paid busi- 
ness for the first quarter totaled 
$52,777,524. Insurance in force gained 
$24,321,123 to a total of $1,828,192,661. 


Barnes Tells Need 
Of PR Strategy To 
Bolster State Rule 


Addressing Zone 5 Meeting, 
Institute V-P Offers Ways 
Of Building Public Regard 


In the next 10 years, state supervis- 
ion of insurance will become stronger 
or weaker depend- 
ing mainly on how 
well it explains 
itself to its public, 
Donald F. Barnes, 
vice-president of 
Institute of Life 
Insurance suggest- 
ed in his talk at the 
Zone 5 meeing of 
National Assn. of 
Insurance Com- 
missioners in Hot 
Springs, Ark. 

“Some of you 
may feel it is ridiculous for a state to 
have to explain a normal, traditional 
function to its people,” he said. “I 
might agree with you, but my agree- 
ment does not lessen the urgency of 
my plea that you do so.” 

Mr. Barnes said state supervision of 
insurance has been a highly effective 
function in most states for scores of 
years and it is a function of which 
the states can be proud. 

Cities Record Of 1933 

“We need go back no further than 
1933 to demonstrate that when 
crumbling controls were the order of 
the day, state supervision—working 
hand in hand with wise company 
management—demonstrated to the 
American people what sound, judici- 
ous and far-seeing controls could ac- 
complish,” he said. 

“Is it possible that the public simply 
takes state supervision for granted, 
assuming that because it always has 
been dominant it always will be? I’m 
inclined to think so. And if that is 

(CONTINUED ON NEXT PAGE) 





Donald F. Barnes 








” At the Eastern Round Table meeting 
of Life Insurance Advertisers Assn. in 
New York City: F. L. Cooper, New York 
Life, 1959 chairman, presents to Dou- 
glas J. Alsbaugh, Aetna Life, the in- 
coming chairman, a totem-pole trophy 
symbolic of the ERT chairmanship. In- 
scribed on the base is, “It’s Great to be 
the Top Man.” 
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true, I suggest that the time for public 
relations ation is very near. One of 
the worst things that can happen to 
any element of American business or 
public life is to be taken for granted. 
It’s a well-worn path to extinction.” 

Mr. Barnes offered these suggestions 
to “instill in a state’s citizens rightful 
pride in state insurance supervision”: 

1. All elements of the state govern- 
ment, executive and legislative, might 
well be informed of the effectiveness 
of the insurance supervisory authority. 
Pride, in this case, must start from 
the top. Once the administration starts 
telling the people some facts about 
sound supervision and how it is 
achieved, good public relations begin 
to be present. The public wants to 
hear, over and over again, that its 
most precious funds are in safe hands 
and safely supervised. 

2. Companies should explain through 
their advertising and public re- 
lations outlets, how the state su- 
pervisory authorities and the com- 
panies combine to assure the safety of 
the policyholder’s dollar. One organi- 
zation that does so now is the Institute 
of Life Insurance. Every so often the 
institute runs a major advertisement 
in nearly 600 newspapers in every 
state, detailing the simple facts of 
supervision. It is an advertisement 
that the institute’s research shows 
gets very high readership, because 
people like to know that their trust is 
not misplaced. 


A Little Boasting Needed 


3. Commissioners themselves have 
got to be sufficiently immodest to do 
a little boasting about the records of 
their states. The public is not at all 
aware of the stewardship of many 
hundreds of their states. The public 
is not at all aware of the stewardship 
of many hundreds of billions of dollars 
that has been accomplished over the 
years. How the insurance business has 
fulfilled its promises of a hundred 
years is one of the most thrilling 
stories of the American economy. 
Shouldn’t it be told? 

4. The field forces of life insurance 
can help immeasurably in improving 
the public relations of state supervi- 
sion. It has been said that insurance 
agents meet and talk with more people 
every day of the year than any other 
group. Without in the slightest de- 
gree inpugning the sound management 
of their own companies, it would be 
possible for them to express their 
confidence in the workability and the 
“authority”—as Justice Douglas of the 
Supreme Court put it in his opinion 
in the variable annuity case—of state 
supervision. It would be a wise thing 
for the companies to indoctrinate in 
their field forces the same respect for 
state supervision that most veterans 
in the busiriess have today. 

“I submit to you that insurance 
supervison will remain a function of 
the states so long as the states and 
their citizens are proud of it and are 
willing to express that pride. We are 
mot concerned here, I believe, with 
any deep-seated differences of opinion 
There is a proven, sound way to reg- 
ulate insurance and that is the way 
the states have been doing it. 

“Here is why I say so: Any other 
type of supervision would have to 
draw 100% on the background that 
the states have built up. So this pub- 
lic relations man is willing to make 
this statement: You have a great 
service. Use all your public relations 


forefront of your citizens’ minds.” 
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tion of the home office building. 


tect’s drawing of Guardian Life’s three-story split-level annex to be erected on 30,000 square feet of land ag. 
jacent to the home office building. Construction is scheduled to start in July. When completed, the steel and concret, 
annex will have an exterior of large plate glass and aluminum spandrels. Currently under way is the complete renoyg. 


May 9, 1959 





po 











OK Ohio Bill To Bar 


Loan-insurance Tie-Up 

A bill to prohibit tie-ups of life 
insurance with mortgage loans has 
passed the Ohio house and goes to Gov. 
DiSalle for signing. The senate had 
approved the measure earlier. 

The bill had the backing of Ohio 
Assn. of Life Underwriters, which 
was seeking to outlaw the assured 
homeowners plan of Equitable Society. 
The Ohio association contended that 
the plan constituted an inducement. 


Policyholder Queries 
Answered By Plumley 
At Chicago Meeting 


Nearly 1,000 Chicago residents par- 
ticipated in State Mutual Life’s pol- 
icyholder conference at the Palmer 
House, where they heard H. Ladd 
Plumley, president, answer questions 
about life insurance and company op- 
erations asked by a panel of promi- 
nent local citizens. 

Mr. Plumley pointed out that an 
estimated 35 million families own cov- 
erage in mutual life companies, and by 
virtue of such ownership have a right 
to participate in company affairs. 

“This conference is, then, a method 
of bringing your company to you, to 
explain our accomplishments and our 
goals, to encourage your questions 
and to give you frank and honest an- 
swers,” he said. 

The meeting, to which more than 
14,000 individual and group policy- 
holders had been invited, was the sec- 
ond in a series. The first such confer- 
ence was held last October in Memphis. 

Assisting Mr. Plumley in answer- 
ing questions from the panel were Joe 
B. Long, vice-president of individual 
insurance operations; Alan R. Willson, 
vice-president of group insurance op- 
erations, and Richard H. Wilson, vice- 
president of financial operations. 

The conference, which followed a 
luncheon for the policyholders at the 
Palmer House, was opened by Mayor 





Stellar figures at State Mutual Life’s policyholders’ meeting at Chicago, from 
left, Alan Willson, vice-president group; Joe B. Long, vice-president individual 
skills to bring its worthiness to the operations; H. Ladd Plumley, president; Walter C. Leck, Chicago general agent 
who presided at the conference, and Richard H. Wilson, financial vice-president. 


Chicago gen- 


Daley, Walter C. Leck, 
Mr. Plumley 


eral agent, introduced 
and panel members. 

In a reference to the 
effort which has gone 
building of downtown Chicago, Mr. 
Plumley noted that the company has 
investments of more than $28 million 
in the Chicago area and more than 
$61 million in securities and mort- 
gages in the four-state region of 
Illinois, Michigan, Indiana, and Wis- 
consin. 


N. Y. City Managers Assn. 
‘Taping’ Mutual-Fund 


Seminar Run For Agents 

NEW YORK—So hot is the contro- 
versy over the efforts of mutual-fund 
sales organizations to sell through life 
agents that the New York City Life 
Managers Assn. has asked and been 
granted permission to make a tape- 
recording of the seminar conducted 
here Thursday by Mutual Fund Plann- 
ing Corp. 

The purpose of making the recording 
is to help shed light on the question of 
whether life agents should be per- 
mitted to sell mutual fund shares. So 
life companies have ruled that their 
agents may not sell mutual funds. 

The corporation is headed by D. 
Fisher Leys, a life agent of six years 
experience, and the firm does business 
through some 200 life agents. The 
seminar was an all-afternoon program 
designed to show how selling mutual 
fund shares helps the life agent in his 
estate planning work. 


Seek $242 Million To Form 


Life Insurer In Knoxville 

The Knoxville Chamber of Com- 
merce has appointed a committee of 
nine bankers and investment bankers 
to promote the formation of a life com- 
pany here. The group will apply short- 
ly for a charter. It plans to seek $2% 
million financing. 


planning and 
into the re- 





Howell Is Zone 1 
Chairman of NAIC 


Commissioner Howell of New Jersey 
has been named chairman of the Zone 
1 of National Assn. of Insurance Con. 
missioners to fill the unexpired term of 
former Commissioner Humphreys 0} 
Massachusetts. He was also elected to 
fill the unexpired term of former Com. 
missioner Bisson of Rhode Island op 
the Federal Liaison committee of NAIC. 


Illinois Fraternal Bill Signed 
Gov. Stratton of Illinois has signe 
a house bill which removes the pres. 
ent 60-year age limit for joining fr. 
ternal benefit societies and _ permits 
persons of any age to join. The mea. 
ure also authorizes fraternals to issue 
family group contracts under a single 
certificate. It increases funeral ben 
efits from $200 to $500. 
Another house bill signed by the 
governor permits insurance companies 
to make donations for educational, sci- 
entific, religious and charitable pu- 
poses. Banks and business corporations 
now have the power. 
Gen. American Sales Increase 
Sales of individual life of Gener 
American Life for the first four months 
of 1959 increased 30% over a compar 
able period last year. 


‘59 NQA Qualifiers 
Show 12.2% Decline 

(CONTINUED FROM PAGE 1) 
549 qualifiers to date, out of a poter- 
tial of 630. 

Mrs. Bickerton indicated that NALV 
and LIAMA will collaborate on a su- 
vey in an effort to determine the rea 
sons for the drop in qualifiers thi 
year and why so many 10 and 15-year 
potentials failed to apply for the 195 
award. 

At the same time, she notes thit 
the 1959 processing experience agail 
proved the validity of these assump 
tions: 

1. There must be more stringent at- 
herence to the NQA deadline ruling 
This year there were more than 2,20) 
late applications. 

2. NQA aspirants must give mor 
careful consideration to the manner 2 
which they fill out their application 
During the current processing, 427 a 
plications were returned to home af 
fices because of errors and incomplel 
information. In addition, 850 notices 
were sent to home offices in an effot 
to get agreement on the number ¢ 
qualifying years. 

3. An increase in NQA qualifies 
would probably be achieved if mo 
company house magazines would 
print the official application blank t# 
traditionally appears in the Decemi 
issue of Life Association News ‘eit! 
year. 
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“And if I’m not back in twenty years, honey, 
be sure and pay my next Provident Mutual premium” 


Yes, Provident Mutual policyowners can pay their 
life insurance premiums up to twenty years in 
advance (with 314% discount)—or through the 
Premium Deposit Fund, make monthly payments 
(with interest credited) toward the payment of the 
next premium. They can pay practically and con- 
veniently under a Salary Savings Plan—or on an 


Automatic Payment Plan. And, of course, they can 
pay on a regular basis, either monthly, quarterly, 
semiannually, or annually. 

This flexibility of premium payment is one more 
indication of Provident Mutual’s continuing belief 
that greater convenience for customers means 
better business for brokers and agents. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Must Teach Agents 
How To Use Sales 
Material: Templin 


The company advertising depart- 
ment can be a big help to the agent 
by preparing advertising and_ sales 
promotion which will do some of his 
leg work, Robert E. Templin, director 
of agencies Northwestern Mutual, 
told North Central Round Table mem- 
bers of Life Insurance Advertisers 
Assn. meeting at Cincinnati. 

The agent has to be reminded that 
he selected that career because it pro- 
vided an opportunity to go into busi- 
ness for himself, and, that in selecting 
that business, he has the responsibility 
to run it. The agent must promote or 
he is out of business. Whether or not 
the material that life advertise pro- 
duce is effective in doing the leg work 
will depend on how the material was 
developed and merchandised, Mr. 
Templin said. 

If national advertising is to be jus- 
tified, the local agent must be able to 


FieNATIONAL UNDERWRITER 


capitalize on it. He won’t be able to do 
this unless he is organized to do so, 
because national advertising in itself, 
and particularly in the life insurance 
business, does not have enough cov- 
erage to make a great impact on the 
American public. “The amount of dol- 
lars spent in total on advertising in 
the life insurance business, in promot- 
ing our product and companies, is very 
meager compared to most industries. 
Yet I believe we get more mileage 
out of national advertising than many 
companies do because of the merchan- 
dising that we do with the agent,” 
Mr. Templin opined. 


Must Announce Campaign 


The first way in which life adver- 
tisers can help the agent is to do a 
good promotional job in announcing 
an advertising campaign. This is im- 
portant in order to stimulate the 
agent’s interest in the campaign and 
to show that it is being done for his 
benefit. It’s the advertiser’s respon- 
sibility to point out that advertising 
works no miracles in itself but that 
miracles become realization only when 
the agent makes the most effective use 
of advertising. Reprints of national 
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One Epidermis 


Ever think much about your skin? How it fits so 
nicely. How it stretches and gives. How there's 
always just enough of it—never too much, never 


Seems silly, but wouldn’t it be a nuisance if we 
had to occasionally trade in our skin because 
we had outgrown it? Or had to replace a section 
that wasn’t tough enough? 


Luckily, one skin covers us nicely for life. 


Occidental Change-Easy Insurance is like skin. 
It can grow as the insured grows. It will stretch, 
bend, tighten . . . but always just fit. 


Epidermis or Change-Easy policy—a person 
needs only ONE to cover him for life. 





INSURANCE COMPANY OF CALIFORNIA 
Home Office: Los Angeles / W. B. Stannard, Vice President 









We pay Lifetime Renewals...they last as long as you do! 





advertising, he said, can reach far more 
people, if properly merchandised, than 
the national ads in the publication it- 
self. Only 2 or 3% of the magazine 
readers see the ad when it appears. 
However, the agent can reach many 
more people by using the reprints in 
a direct mail letter. 

Many agents do not know what kind 
of an approach to use. Mr. Templin 
said that too often in following up a 
coupon or direct mail lead, the agent 
will say something like, “Mr. Jones, 
I understand that you wrote in for a 
booklet on how to retire early, and I 
have been asked by my company to 
deliver it to you.” The prospect then 
tells the agent he has changed his 
mind. What the agent should have said 
was, “Mr. Jones, I understand you 
are interested in how to retire early. 
I would like to show you now if you 
have time, a plan we have developed 
in our company in accomplishing that 
purpose for you, or, if now isn’t con- 
venient, could we set up a time, let 
us say tomorrow or next week?” The 
advertiser must show the agent how 
to get an appointment from these 
leads. 


Agents’ Articles Effective 


One of the best mediums for com- 
municating ideas to the agent is the 
company field publication, Mr. Tem- 
lin said. Agents should be encouraged 
to write about their successful exper- 
iences and selling methods. Sales ar- 
ticles written by the company are not 
so effective as those written by the 
company’s agents. When agents read 
a testimonial of another of their num- 
ber, they are anxious to pick up the 
ideas and use them. 

Among the other ideas to assist the 
agent which Mr. Templin listed were 
35 mm. slides, charts, a catalog of all 
sales promotion materials and promo- 
tional material that has each agent’s 
individual masthead. 

Mr. Templin said his company 
charges its agents for the material un- 
der the philosophy that if the agent 
has to pay for it, he will use it. He 
noted that the items that are contin- 
ually reordered are the items that are 
charged for. 


Elmore Ends Fla. Career 


Thomas T. Elmore, deputy commis- 
sioner of Florida, has retired after 23 
years with the department. He is 
succeeded by Frederick D. Crum. 

Mr. Elmore started his career in the 
life business in Jacksonville in 1898. 
Later he had his own general lines 
agency there and was president and 
subsequently executive secretary of 
Jacksonville Insurors Assn. where he 
worked successfully for passage of a 
stronger fire and casualty agents’ 
qualification law which was adopted 
in 1925. 


Life Of North America Sales Drive 
Nets $7,426,614 In Volume Credits 
As Testimonial To Edmund Zalinski 

Forty-two Life of North America 
managers submitted $7,426,614 in vol- 
ume credits to the home office in a 
one-day testimonial sales campaign to 
Edmund L. Zalinski, executive vice- 
president, on his second anniversary. 
The field force wrote 452 life applica- 
tions for $7,017,494 and 72 A&S ap- 
plications for $10,203 in annualized 
premiums. Leading producer was Jo- 
seph S. Flanagan, service office man- 
agency at Newark, and leading career 
agency was the Huber agency at Phil- 
adelphia. 


Provident Life of North Dakota has 
been licensed in Utah. 


May 9, 1959 


Explores Merits Of 
Training Managers 
As A&S Producers 


All field managers should be traineg 
as successful A&S producers before 
they are taught to develop this capac. 
ity in others, J. Kenneth Higdon, dj. 
rector of sales training of Business 
Men’s Assurance, told the A&S meet. 
ing of LIAMA in Chicago. 

He noted that this is usually what 
is done in the life insurance business 
and should be carried over into A&s. 

“It helps the manager recognize the 
importance of A&S coverage in a bal. 
anced program of personal insurance. 
It helps them experience the advan. 
tages of selling A&S insurance, the 
frequency of sales, immediate produc. 
tion, a nest of prospects for life, ete, 
and it helps the manager learn the 
ins and outs of A&S contracts and un- 
derwriting features.” 


Simplify It For Managers 


The training philosophy of Business 
Men’s, he said, is to “make it easy 
for the manager to train his sale 
force by providing a flexible pre-con- 
tract training plan which may be ap- 
plied to either life or A&S; by provid. 
ing a flexible career training plan 
which may be applied to the develop. 
ment of both A&S selling skills and 
life selling skills in whatever sequence 
is most desirable under the circun- 
stances, and by providing at regular 
intervals successful selling ideas from 
the field.” 

Mr. Higdon said that his company 
also makes it easy for the manager to 
supervise it effectively by encourag- 
ing participation in the company’s 
sales management course, by encour- 
aging attendance at LIAMA manage. 
ment schools, by field visits, and by 
annual managers’ meetings. 


Encouraged To Learn 


Because people tend to learn about 
things they want to know about and 
do the things that are profitable to 
do, Business Men’s encourages field 
management to want to learn about 
A&S through the benefits of owning 
it, selling it and by examples, he said. 

“It seems to us,” Mr. Higdon said, 
“that field managers will develop A&S 
production comparable to life produe- 
tion only when we treat A&S as a 
equal partner for life; by compensat- 
ing the management on the same basis 
for A&S production as for life produt- 
tion, and by providing equal incentives 
for the salesmen he supervises to sell 
A&sS as well as life.” 








Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Ce 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CGI 


You may telephone orders collect. 
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agency PY) -Ledlattaatetal ts in Ohio... 


*American Health Insurance, like its 
present agencies, is growing on a planned progression 
program. In 13 other states it has built outstanding 
agencies—Ohio is next—and as elsewhere, we expect 


to do a good job and a big one. 


Do you belong in our picture? Your 
most valuable asset — to yourself and to us — is your 
local reputation. We know, from our background of 
20 years of sound, specialized experience, that people 
like best to do business with a home town business 
man. To be an American Health Agent you must 
fill that bill—with enthusiasm, integrity and 
diligence. 
The company and agent who specialize 
in personal and family insurance serve the public 
best. By specializing, the company can give its 
policy owners better value, better coverage, better 
service. As a specialist, the agent can develop his 
professional skill, with sufficient time devoted to 
administering service. American Health seeks sub- 
stantial volume at a limited, carefully selected 
number of points—where local service can be pro- 
vided thru local agents who serve the company 
faithfully and the public honorably. Only under 
these conditions is the cost of good local service 
justified. 
if you desire a professional career 
in business for yourself, this is a unique 
opportunity. With thorough training, with full com- 
pany support, and with personal application you 
can give the amount and quality of service to find a 
successful and profitable career. Your career will be 


based on satisfied policy holders. 
*American Health sets a pattern — in 


designing its coverages, in establishing its rates, 
in its underwriting methods—that permits the local 
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Managing Agent (who is the company in his terri- 

tory) to pay claims on the spot promptly and with- 

out red tape. Any informed agent is fully aware of 
the importance of prompt claim payments to the 

growth of his business. 

If you are the kind of agent we are seek- 
ing, you'll be delighted to find that American 
Health is your kind of company. You'll want to 
learn more about the very special opportunity we 
have to offer now . . . in Ohio. 


“Where there's a will there's a way.” 


Write for our booklets, “The American Health = 
Story” and “Automatic Progression Program.” A a 
sound, secure, profitable career is available to the 
man who has the will . . . for here is a way. Write 
direct to Agency Department, AMERICAN HEALTH fi 


INSURANCE CORPORATION, 300 St. Paul Place; 
Baltimore 2, Md. 

Our representative will be in Ohio 
in the weeks ahead. Inquire promptly so 

that you may be included in his plans. 







*A specialist 
insurer with 
a reputation 
for integrity. 




































Piumley Heads New 
Setup Of Affiliated 
Fire Companies 


Merchants & Farmers Mutual Fire 
of Worcester has reinsured Guarantee 
Mutual Fire of Springfield, O. The 
consolidated operation will continue as 
Guarantee Mutual which will operate 
under the 1846 charter of Merchants 
& Farmers. The home office will con- 


FeNATIONAL UNDERWRITER 


tinue at the present location of the 
latter company in the State Mutual 
Life Building in Worcester. 

The reinsurance deal is the latest 
in a series of interrelated transac- 
tions. In 1956, Guarantee Mutual Fire 
formed a_ working affiliation with 
Worcester Mutual Fire. In 1958, State 
Mutual Life and Worcester Mutual Fire 
affiliated for “shared management of 
unified one-stop selling.” Later in the 
year, State Mutual Life and Merchants 
& Farmers Mutual affiliated on the 
same basis. 

Officers of the newest consolidated 


operation are H. Ladd Plumley, 
chairman; Clifford A. Peterson, presi- 
dent and treasurer; Irving T. F. Ring, 
J. Howard Rohrer, Alexander B. 
Campbell and Vernon D. Greene, 
vice-presidents; Edgar E. Sampson, 
secretary; Alden H. Gates, assistant 
treasurer, and Eugene W. Esten, as- 
sistant secretary. 

Mr. Plumley is president and Mr. 
Ring senior vice-president and treas- 
urer of State Mutual Life. 

Connecticut Mutual’s first quarter 
sales totaled $143 million. 








... And here's 
A BEAUTIFUL LINE >= 


x 5 New Plans of Insurance 

x Graded Premiums 

% Reduced Rates for Women 
x Guaranteed Purchase Option 


x Higher Cash 


All these 


Attractive Features in OHIO NATIONAL LIFE’S 
Rate Book for 1959 





for ’59 


Values 


and more 
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Two Variable Annuity 
Companies File For 
SEC Registration 


WASHINGTON—Equity Annuity 
Life and Variable Annuity Life fileq 
statements seeking registration of 
their variable annuity policies in the 
respective amounts of $1 million ang 
$4 million. Both companies recently 
applied to SEC for exemption from 
the investment company act for a peri. 
od of 90 days. In a statement referring 
to the filings, SEC said Equity Ap. 
nuity’s prospectus reads in part: 

“The offering price of variable ap. 
nuity contracts offered hereby can be 
no less than $120 a year for annual 
premium contracts and no less than 
$1,500 for single premium contracts, 
The sales cost depends upon the length 
of the period between initial premium 
and final premium in the case of an- 
nual premium contracts. The total 
sales charge for annual premium con- 
tracts is 40% of the first year’s pre. 
miums and 5% of premiums for the 
next nine years. The sales charge for 
single premium contracts is 5%. 


Annual Premium Contract Charges 


“A charge of 10% of the first year’s 
premium on annual premium contracts 
and 5% of single premium contracts 
is made to cover the company’s initial 
issuance and administrative costs. On 
annual premium contracts the admin- 
istrative charge is reduced to 7% for 
the next nine years and to 6% there- 
after.” 

The Variable Annuity Life prospec- 
tus, SEC said, states in part: 

“In the case of an annual premium 
deferred variable annuity policy 
(without insurance) upon which all 
premiums contemplated in the policy 
are paid, sales commissions and ex- 
pense allowances will range from 8.5% 
to 3.17% of total premiums paid, de- 
pending on the number of years from 
date of issue to retirement date (8.5% 
in case of a 10-year period; 3.17% in 
case of a 30-year period). Such policy 
for like periods also allows for com- 
pany administrative expenses and con- 
tingencies in an amount constituting 
5% to 5.43% of total premiums paid 
plus state premium taxes of 2%. 

“If the pay-in period is longer than 
30 years, sales commissions and al- 
lowances will constitute a smaller per- 
centage of total premiums paid. Since 
a proportionately larger part of sales 
commissions and expense allowances 
is deducted from premium payments 
made during the early years of the 
pay-in period, policyholders who sur- 
render their policies before comple- 
tion of all premium payments will, in 
effect, pay a higher rate of commis- 
sions, and early surrender of a policy 
will result in a loss. 

“In case of a deferred variable at- 
nuity policy with a 10-year maturity 
date without insurance carried 1 
completion, total charges amount to 
15.5% of premiums paid; if such policy 
is surrendered at the end of one yeal, 
such charges amount to 52% of pre 
miums paid; at the end of two yeals, 
32%, and at the end of three yeals, 
25.33%. 

“Single premium deferred and single 
premium immediate variable annuity 
policies provide for sales commissioas 
and expense allowances of 5%, pls 
5% (3% in the case of single premium 
immediate policies) to cover a 
trative expenses and contingencies o 
the company and 2% for state premi- 
um taxes.” 
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OF BENEFITS and SERVICE 


A Golden Anniversary brings rewards and responsi- 
bilities. Mutual of Omaha’s reward in its Golden 
Anniversary Year is the satisfaction of being a 
pioneer in the health and accident insurance indus- 
try. Its responsibility is to continue the tradition 
of Strength, Stability and Service that has made it 
the largest organization of its kind in the world. 


Mutual of Omaha’s tremendous growth has 
brought about an unprecedented achievement. It 
is the only company ever to pay out more than one 
billion dollars in health and accident benefits in its 
first fifty years. Over 75 percent of that one billion 
dollars was paid out in the last 10 years. These 
were dollars that helped bring security to thou- 
sands of American families. 


Mutuals 


OF OMAHA@ 


Home Office: Omaha, Nebraska 
Canadian Head Office: Toronto 


Y. J. Skutt, President 


Largest Organization of its Kind 
in the World. 


The announcement of our one billion dollar payout 
of health and accident benefits brought us many 
letters, including this one from a well-known 
Southern banker: 


“Most insurance companies comment about the as- 
sets they have accumulated and been able to hold, 
yet your company is celebrating the fact that it has 
given one billion dollars of help as contrasted with 
retention. This great record, coupled with your 
splendid financial condition, bespeaks the type of 
administration that is human as well as efficient 
and sound.” 


It is this combination of human, efficient service 
that has made Mutual of Omaha the leader in 
its field. 














MEN GET AHEAD FASTER! 


some of the reasons are .... 


1. THEIR PRODUCT IS IN 
STEP WITH THE TIMES .... 
Federal Life offers their men 


HeNATIONAL 





3. EACH POLICY IS TAILOR- 
MADE .... 

Each policy has a number of 
plans, any of which can be 


the finest Accident and 


Health contracts available adopted to fit an individual 
today. In turn, our men can need. In short, a plan for 
offer prospects non-cancel- every pocketbook. 


lable, guaranteed renewable 
accident and health contracts, 
and participating as well as 
non-participating life insur- 
ance plans. 


2. FEDERAL LIFE HAS A 
VARIETY OF POLICIES .... 
Federal Life men are able to 
obtain more business be- 
cause they have a policy for 
every need. To name a few: 
Major Medical, Major Hospi- 
tal, Secured Income Plan, 
and Non-Cancellable 
Disability. 


4. PROMPT CLAIM SERVICE 
BUILDS GOOD-WILL .... 
Federal Life pays its claims 
promptly; it of fers no ex- 
cuses and builds added good- 
will for its agents. 
If you would like more de- 
tails on how you can get 
AHEAD faster write: 

Emery Huff, Dept. NU 


FEDERAL LIFE 


INSURANCE COMPANY 


6100 North Cicero Avenue, Chicago, Illinois 

















LIFE COMPANY 
HOME OFFICE EXECUTIVE 


An eastern Life Insurance company of medium size is in need 
of a Vice President in charge of insurance operations. Preferably 
an actuary qualified to administer all departments except invest- 
ment, legal and sales. This company is an old and consistently 
successful organization with a fine record and reputation. 


In our opinion this position offers a most unusual opportunity to 
reach the top. 

Salary attractive. Our fee to be paid by employer. All inquiries 
will be held in strict confidence and without obligation. For 
further information, call or write 


E. C. Longson 
WEHINGER SERVICE, INC. 
“Professional Confidential Intermediaries” 
180 Broadway New York, N. Y. 
Agency Phone COrtlandt 7-4540 
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Conventions 


May 10-12, Life Insurance Advertisers Assn., 
southern round table, Dinkler Plaza Hotel, 
Atlanta. 

May 10-13, LIAMA, agency officers round ta- 
ble, Homestead, Hot Springs, Va. 

May 11-13, Home Office Life Underwriters 
Assn., Edgewater Beach Hotel, Chicago 

May 15, Illinois Assn. of Life Underwriters, 
annual, Hotel Leland, Springfield. 

May 15, New York State Assn. of Life Un- 
derwriters, spring delegate, Astor Hotel, New 
York. 

May 18-20, Insurance Accounting and Statis- 
tical Assn., annual, Ambassador Hotel, At- 
lantic City. 

May 21-22, Pennsylvania Life Underwriters 
Assn., annual, York. 

May 24-26, Western round table of Life Ad- 
vertisers Assn., Ambassador Hotel, Los 
Angeles. 

May 25-26, Assn. of Life Insurance Counsel, 
annual, Greenbrier, White Sulphur Springs, 

- Va. 

June 3, Fraternal Actuarial Assn., spring 
meeting, Atlanta Biltmore, Atlanta. 

June 4, Maryland Life Underwriters Assn., 
annual, Indian Spring Country Club, Silver 
Spring. 

June 4-5, Society of Actuaries, regional, Atlan- 
ta Biltmore Hotel, Atlanta. 

June 8-12, NAIC, annual, Statler Hotel, Boston. 
June 10-13, Florida Life Underwriters Agssn., 
annual, Robert Meyer Hotel, Jacksonville. 
June 11-12, Society of Actuaries, western meet- 
ing, Fairmont and Mark Hopkins Hotels, 

San Francisco. 

June 11-13, ALC medical section, The Home- 
stead, Hot Springs, Va 

June 14-17, International Assn. of A&H Under- 
writers, annual, French  Lick-Sheraton, 
French Lick, Ind. 

June 15-26, ALC life officers investment sem- 
inar, Beloit College, Beloit, Wis. 

June 18-20, Life Insurers Conference, annual, 
_ Greenbrier, White Sulphur Springs, W. Va. 

June 19-20, Alabama Life Underwriters Assn., 
annual, Houston Hotel, Dothan. 

June 21-25, Million Dollar Round Table, annual, 
Americana Hotel, Miami Beach. 

June 28-July 1, Consumer Credit Insurance 
Assn., Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of In- 
surance Counsel, annual, Banff Springs He- 
tel, Banff, Alberta, Canada. 

July 23-25, National Assn. of Life Companies, 
Inc., annual, Castle in the Clouds, Chatta- 
nooga. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 1-4, National Insurance Assn., annual, 
Sherman Hotel, Chicago. 

Sept. 11-12, Southwest Management Confer- 
ence, Statler Hotel, Dallas. 

Sept. 20-23, National Fraternal Congress of 
— annual Sheraton Hotel, Philadel- 
phia. 

Sept. 20-25, National Assn. of Life Underwrit- 
ers, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 21, Fraternal Actuarial Assn., annual, 
Sheraton Hotel, Philadelphia. 

Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 

Sept. 28-30, Life Office Management Assn., 
annual, Edgewater Beach Hotel, Chicago. 
Oct. 12-13, Conference of Actuaries in Public 

Practice, annual, Drake Hotel, Chicago. 

Oct. 12-16, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 
Oct. 26-28, Life Advertisers Assn., 

Drake Hotel, Chicago. 

Oct. 28-30, Institute of Home Office Under- 
writers, annual, Statler Hotel, St. Louis. 
Oct. 29-31, Mid-West Management Conference, 
ick ina. French Lick Springs Hotel, French 

ic 

Nov. 9- il, Society of Actuaries, annual, 
Greenbrier, White Sulphur Springs, W. Va. 

Nov. 9-13. LIAMA, annual, Queen Elizabeth 
Hotel, Montreal. 

Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 

Dec. 8, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York. 

Dec. 9-10, Life Insurance Assn. of America, 
annual, Waldorf-Astoria, New Yerk. 

Dec. 27-30, American Assn. of University 
Teachers Of Insurance, annual, Washington, 
DB. Cc. 


annual 


Old Republic Adopts Discount Plan 

Old Republic Life of Chicago, has 
adopted the quantity discount plan on 
its new rate structure. The discount 
applies to the entire portfolio of pol- 
icies in excess of $2,500. 


Government Employees Life premi- 
um income for the first quarter was 
$891,512, a gain of $114,470. Insurance 
in force at the end of the quarter was 
$139,887,289, up $25,761,219. 
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You Need All 
~ THREE 





Mr. Agency 
Builder: 


You should be making all 
those commission dollars that 
go with selling complete cov- 
erage to your clients: 


Life—Par 
and Non-Par 


2. A&S and 
Hospitalization 


3. Group Life 
and Group A & S 


AND, BELIEVE ME, 
YOU NEED ALL THREE 
A & S COVERAGES: 


1. Non-Cancellable 


Ld 


. Guaranteed Renewable 


w 


. Renewable-at- 
option-of-Company 


AND THEN ADD 
THESE THREE ... 


1) Top-Commission 
Agent’s Contract; 


2) Well-balanced 
General Agent's 
Contract providing 
liberal overwriting, 
liberal expense 
allowance, and higher 
life-time compensation 
in service fees; 


3) New Induction 
Program—completely 
flexible for new agents, 
established producers, 
and brokers alike; 


.. and in our book that totals 
up toaclient-pleasing, money- — 
making, Agency Building op- — 
portunity for you—right now 
—with... 


THE OHIO STATE LIF! 


Fauusance meng 


COLUMBUS 15, OHIO 
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THE NATION'S 

NO. 1 INSURANCE PROSPECT 
... THE MANAGEMENT MAN 
WHO READS 

BUSINESS WEEK 






Ability to pay is not the 
t only criterion of a good in- 
surance prospect, but it 
helps! Fewer than 3% of 
the nation’s families have 
incomes equal to the average 
Business Week subscriber’s 
$21,000. Based on this in- 
come, his $40,119 worth of 
life insurance (excluding 
group) is far from adequate 
coverage. Tell him so. Show 
him why. He’s ready and 
willing to listen when he 
meets you in Business Week 
— best read of all magazines 


for management. 


Source: Busi Week Audi Report — 1958 





12725 19 





|: BUSINESS 


YOU ADVERTISE IN BUSINESS WEEK 
WHEN YOU WANT TO INFLUENCE MANAGEMENT MEN 





A McGraw-Hill Magazine — 330 West 42d St., New York 36, N. Y. 
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NALU Nominees 
Must Be Named By 
July, Hoche Warns 


WASHINGTON—Nominations for 
trustee and officer posts in the Na- 
tional Assn. of Life Underwriters must 
be in the hands of the nominating 
committee by June 30, Philip A. 
Hoche, Kansas City Life, Orlando, 
Fla., nominating committee chairman, 
has warned. 


“The names of all candidates, to- 
gether with the resolutions endorsing 
them—local and state, if any—must be 
received by the committee by June 
30,” said Mr. Hoche. “Any candidate 
whose name reaches the committee 
after that date will have to be nomi- 
nated from the floor.” 

The current Wheelhorse Newsletter 
of NALU emphasizes that the nomi- 
nating committee’s job of putting forth 
a slate of top-grade candidates for of- 
ficers and trustees depends on the co- 
operation of wheelhorses everywhere. 

“The ideal candidate for national 


HieNATIONAL UNDERWRITER 


office should be a person who has 
taken an active part in association af- 
fairs, understands the many problems 
of our business and desires to help 
solve them, has imagination as well 
as a sound analytical mind, and will 
work harmoniously with other trus- 
tees for a constructive association pro- 
gram,” the Newsletter said. “The 
nominations committee wants. the 
names of any worthy and qualified 
association member—but it would es- 
pecially like to have top-notch pro- 
ducing agents and representatives of 
combination companies as candidates.” 





The Continental-National Group 


,: Se 
Home-Guard 


Fire Insurance... Disability Income... Life Insurance 


All Wrapped Up in One Complete Package— 
On an Easy-to-Pay Single Monthly Premium Basis 


Now independent agents are placed in a position 
to sell homeowners a new concept in home pro- 
tection ... all needed coverages in one package: 
(1) fire insurance in any desired form; (2) mort- 
gage disability income insurance; (3) mortgage 
cancellation life insurance. The total cost is pay- 
able in single, low monthly installment premiums. 

Three great companies have combined their 


resources to make possible this broad concept in 
protection. To the homeowner, it means an end 
to a complexity of policies with uncoordinated 
renewal dates... and relief from the burden of 
annual fire premiums. 

To you, Home-Guard provides a means to 
solidify your present business by removing it 
from competitive pressures. 


Full details will be sent on request 





Continental 


National 
GROUP 





Contact any general agent or branch of Continental 
Assurance Company, or any representative or branch 
of Continental Casualty Company, or any represen- 
tative of the National of Hartford, or write— 


Home-Guard Department 

CONTINENTAL ASSURANCE COMPANY 
310 South Michigan Avenue 

Chicago 4, Illinois 
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Sell Agency Heads 
On A&S Coverage, 
Agents Will Follow 


The first people an insurance com. 
pany offering A&S coverage must sel 
is its general agents and manager 
“If you don’t, your agents will no 
sell A&S insurance. The general agen; 
or manager sets the sales course fo 
your agency and few agents will em. 
bark upon a sales program or activity 
which is in conflict with the expresse 
wishes or plans of the agency head. 

Emphasis was placed on this poin 
by Carl H. Lane, superintendent 9; 
agencies of General American Life, jp 
his speech at LIAMA’s A&S meeting 
in Chicago. He said that his company 
makes this sales presentation to the 
manager or to the general agent x 
the time of his appointment. 

Mr. Lane said, “The company phil. 
osophy and belief in disability cover. 
age is established first with the gen. 
eral agent. This is accomplishe 
through home office and field inter. 
views, contract discussions, and train. 
ing in all areas pertaining to Ags 
We initiate and establish A&S in th 
mind of the general agent simult 
neously with the initiation of our ne. 
gotiations with him.” 


Don’t Force A&S Sales 


He pointed out that equal recogni- 
tion of A&S and compensation to the 
general agent helps increase A&S pro- 
duction. He added, however, that A&s 
sales should not be forced. 

“Disability coverage is too vitally 
needed and inescapable by the insur- 
ance buying public to endanger its 
promotion and sales by being e- 
forced,” he said. 

In a discussion of the importance 
of disability coverage to the new 
agent, Mr. Lane said that it helped 
the agent get a sale when he needs 
it. “Our business and professional dis- 
ability policy is now an important part 
of our company’s induction training 
program for new agents. Special treat- 
ment and instructions are contained 
in the general agent’s trainer’s guide. 

“Subsequently, complete and con- 
prehensive training in the entire A&sS 
portfolio is provided our agents in- 
cluding A&S coverage, key man and 
taxation. For the experienced agent, 
it provides him a complete service in 
programing the needs for his client 
and keeps the client happy with the 
agent.” 


Equivalent Part Of Multiple Line 


He said that it is General Ameti- 
can’s policy to make disability cover- 
age an equivalent part of the com- 
pany’s multiple line—life, A&S and 
group coverage. Full credit is given 
all A&S production in all sales cam- 
paigns; continuity of promotion and 
sales ideas are stressed in compaly 
publications. 

“We believe that it is the respons- 
bility of top management to establish 
the over-all sales management phil- 
osophies, product and methods for the 
sale of that product, and then it be 
comes the field management’s resp0t- 
sibility to execute the company plats 
for the sale of disability coverage Wl" 
all members of the field organization, 
he said. 


Mich. Lite Reaches $350 Million — 
Michigan Life attained $350 million 
of life insurance in force at the endo! 
April. The company attributes much af 
the growth in the past few months toa” 
increased volume in the family policy. 
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When Thomas Huxley said 


“The rung of a ladder was never 
meant to rest upon, but only to 
hold a man’s foot long enough 
to enable him to put the other 
somewhat higher’ — 


he might have been foreseeing the steady climb in the effi- 
ciency with which Bankers Life & Casualty Company proc- 
esses its claims. With today’s most modern business machines 
and electronic devices we have been able to establish an envi- 
able record in speed and efficiency. But we are not resting on 
this rung. The results accomplished in any “today” are merely 


a spur to the next step upward in service to our policyholders. 


THE BANKERS LIFE & CASUALTY COMPANY 


An Old-Line Legal Reserve Company | 


HOME OFFICE: CHICAGO 30, ILLINOIS 











12 


Two Newcomers Win 
Mass. Mutual Awards 


A pair of comparative newcomers 
to the life business—J. Frank Kelley 
III, Atlanta, and Charles A. Nor- 
ris, Greensboro—received production 
awards at the southern regional con- 
ference of Massachusetts Mutual at 
Belleair, Fla. Both men were pre- 
sented freshman five awards by James 
R. Martin, 2nd vice-president, for be- 
ing among the five leaders in all- 
round performance who, in 1958, fin- 
ished their first year with the com- 
pany and in the insurance business. 

In addition, Mr. Norris, received the 
lives leader trophy. The field champ- 
ion plaque for the 36th career school 
went to Mr. Kelley. 

Other awards were: 100 months con- 
secutive spotlight, Charles S. Motz, 
Atlanta, and Joseph H. Mickey, 
Greensboro. Million dollar group pro- 
duction plaques for 1958 went to Hen- 
ry J. Brislin, Montgomery; General 
Agent Alvin T. Haley, Robert H. Bur- 
ton and Daniel W. Haley, all of 
Greensboro; Raymond M. Cooper, Sa- 
vannah; Leslie Fortune, Memphis; E. 
Allen Gillispie and George Liebke- 
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mann Jr., both of New Orleans; Robert 
G. McNelly, Birmingham; Walter M. 
Pierce, general agent at Miami, and 
G. Paul Roberts, Charleston. Service 
awards were won by Harry I. Davis, 
Atlanta, and Leopold V. Freudberg, 
Washington, 45 years each; Jewel W. 
Tyson, general agent at Richmond, 30 
years, and David Marx Jr., Atlanta, 25 
years. 


New Edition Of Spiker’s 
Book Of Life Fundamentals 


Fundamentals for Life Underwriters, 
by William Spiker, in a revised 1959 
edition, has been published by the 
Diamond Life Bulletins department of 
the National Underwriter Co. The book 
has been approved by insurance com- 
missioners and is widely used as a 
standard text for preparing new life 
agents for license examinations and for 
initial training in company and agency 
programs. It is also used to provide 
additional information to help pros- 
pective agents decide to become life 
underwriters and as a periodical re- 
view of fundamentals by established 
agents. 

The new edition includes a section 








For You? 


this work of real value. 


entering the group field. 
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Is Group Insurance 


North American Reassurance Company is pleased to announce 
publication of “Is Group Insurance for You” —a new study 
by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, or needs help in 
deciding whether or not to enlarge your present eflorts— 
and if so, in what direction—we believe you will find 


The author discusses the growing importance of group 
insurance, what it is, who writes it and who buys it. This 50 
page study also deals with the marketing, administrative, 
underwriting and costing phases of group business, and 
outlines other important considerations faced by companies 


Complimentary copies of “Is Group 
Insurance for You” are available to 


interested home office executives without if Ig 
cost or obligation. Simply attach your Tog, CUD ; 
; - c i 
personal or business card to this “hy 4 / 
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NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 
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on the family policy, and an appendix 
listing the basic provisions of industrial 
policies. Price: $2.25 for single copy; 
less for quantity orders, from the Na- 
tional Underwriter Co., 420 East Fourth 
Street, Cincinnati 2, Ohio. 


Bank-Loan Companies Not 
Promoting Sane Savings, 
St. Louis GAs Are Told 


Companies selling the minimum de- 
posit or bank-loan plan are not aiding 
in persuading people to save through a 
sane life insurance program, Roe Walk- 
er, Northwestern Mutual general agent 
at Cincinnati, told members of St. 
Louis General Agents & Managers 
Assn. 

The desire for fast growth by home 
office and field alike has given great 
impetus to debt selling, resulting in the 
plastering of policies with IOUs to 
the last penny of their cash value al- 
most before the ink is dry on the ap- 
plication, he said. 

“There are situations where debt is 
helpful and proper,” Mr. Walker said, 
“but they are relatively few in number 
and should make up a very minor por- 
tion of sales. This type of selling is 
harmful to our business.” He added 
that it makes littie difference whether 
the loan is with a bank or a life com- 
pany, and he contended that this pro- 
gram contemplates the purchaser will 
avoid saving to the maximum degree 
possible. 

Discussing the New York expense 
limitation law, Mr. Walker said that 
when the statute was enacted, the 
word “stripping” wasn’t a part of the 
life insurance language. However, 
through a paper transaction ordinary 
commissions are being paid for what 
is essentially decreasing term. He said 
he believed this type of selling is on 
the way out. In many instances the 
buyer has no idea what he is purchas- 
ing, and the result is often lawsuits 
against agents and companies, serving 
to give the business a black eye. 


Iowa Life Agents Elect 
C. R. Johnson President 


C. R. Johnson, Equitable Society, 
has been elected president of Iowa 
Assn. of Life Underwriters at the an- 
nual convention at Waterloo. Gerald 
E. Malone, New York Life, Ames, and 
Hugh C. McLaury, American Mutual, 
Burlington, were named vice-presi- 
dents, and Virgil Folkers, Lutheran 
Mutual, Waverly, was named secre- 
tary-treasurer. 

Regional vice-presidents are M. J. 
Kallestad, Fidelity Life, Marshalltown; 
Raymond Ashlock, Connecticut Gen- 
eral Life, Cedar Rapids; Hobert E. 
Brake Jr., Provident Mutual, Sioux 
City and Robert L. Yackels, New Eng- 
land Life, Davenport. 

Training Directors Group Elects 

Paul J. Williamson, Life of Virginia, 
was elected chairman of the Mid- 
Atlantic Training Directors Conference 
at a meeting in Richmond. 

Elected executive secretary, the 
only other office of the conference, 
was James L. Whitt, Shenandoah Life. 

The next meeting will be in Phila- 
delphis: in September. 

Offers Guaranteed Renewable Plan 

A non-cancellable, guaranteed re- 
newable disability policy has been in- 
troduced by Lincoln Liberty Life. The 
policy is guaranteed renewable to age 
65, and provides benefits for loss of 
life, limb, sight or time from accident- 
al bodily injuries or loss of time from 
sickness. 
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Arthur Mason Wins 
Hinkle CLU Award 


Arthur Mason Jr., associate profes. 
sor of business administration and as. 
sistant dean of the school of business 
administration of Washington Univer. 
sity has been selected as the initia] 
recipient of the Roland D. Hinkle CLy 
scholarship which was jointly estab. 
lished last year by the Chicago CLy 
chapter and Chicago Life Insurance & 
Trust Council. 

Mr. Mason was director of college 
relations of American College from 
1952 to 1956. The award will entitle 
him to attend one of the 1959 CLy 
institutes. 

The scholarship was set up last year 
in memory of Roland D. Hinkle, a for. 
mer president of the society. 


Installs IBM 305 Computer 

State Capital Life of Raleigh has 
installed an IBM 305 RAMAC. The 
machine will prepare weekly registers 
combining all lines of insurance for 
the field force and compute the payroll 
checks. The 305 is the first to be in- 
stalled by a life company in the south- 
east, according to State Capital. 








BUILD YOUR OWN 
AGENCY 


witha 


GENERAL AGENCY 
COMPANY 


American Mutual Life 
can help you through 
these advantages: 





All-American Contract 


e Agent's Benefit Program 


e H.O. Training Schools 


Quantity Discount 
e Reduced Rates for Women 


Automatic Check Plan 


Quality Business Bonuses 
e Tested Package Sales 


e Audio-Visual Selling 


Excellent Agency Opportunities 
Available in: 
Missouri Michigan 
Texas Indiana 
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Lists Four Steps For 
Building Disability 
Income Volume 


In a discussion of the steps to be 
taken by sales management in order 
to increase disability income sales vol- 
ume at LIAMA’s A&S meeting in 
Chicago, John J. Plumb, vice-presi- 
dent and director of agencies of Paul 
Revere Life, named the four main 
areas to be considered. 

Mr. Plumb said, “First, is to make 
up your mind that you really want to 
increase disability sales income. Make 
the expression of your want a matter 
of official company policy, and com- 
municate clearly to your field repre- 
sentatives that the company’s objec- 
tives require the sale of a _ given 
amount of disability income insur- 
ance.” 

“And secondly,” he said, “carry on 
a program of building. agent receptiv- 
ity to the idea of more loss of time 
sales.” 


Four Ways To Build Acceptance 


Mr. Plumb suggested four ways to 
do this. 

—Prove to the agents that the dis- 
ability income field is a relatively un- 
tapped market. Many people do not 
have the coverage, yet the need is 
universal in our economic system 
where people must provide for them- 
selves. Those who do have the cover- 
age own an inadequate amount be- 
cause they never brought enough in 
the first place, or their income and 
circumstances change so that yester- 
day’s program is insufficient. 

—Dramatize to your agents the 
great need for protection of income. 

—Building agent receptivity is to re- 
move any basis for the agent fearing 
to sell income protection. These bases 
for fear include: Fear that the com- 
pany’s decision on a claim might upset 
the policyholder and thereby jeopar- 
dize existing coverages in life insur- 


Mass. Mutual Awards 1958 


Suggestion System Prizes 


Two members of Massachusetts Mu- 
tual’s home office staff—Miss Ruth N. 
Jasper of the communications depart- 
ment and Mrs. Catherine Monte of 
personnel—were winners of the 1958 
suggestion system awards. Miss Jas- 
per received $250 and an extra five 
days of paid vacation for four ideas, 
the best of which proposed a method 
for the standardization of the digit 
grouping of policy numbers throughout 
the company. Mrs. Monte had three 
Suggestions accepted, including one 
to change the sickness record routine 
within the home office through the 
elimination of two forms and simpli- 
fication of absence reports in all de- 
partments. 





Oregon Leaders Round 
Table Elects DeNeffe 


Oregon Leaders Round Table has 
elected Mason DeNeffe, Prudential, 
Portland, president, succeeding Nina 
B. Adams, Occidental Life of Califor- 
ia. Other officers are James W. Gil- 
bert, Equitable of Iowa, and Patrick 

Carr, Connecticut Mutual vice- 
Presidents, and Robert C. Ronald, 
Business Men’s Assurance, secretary- 
treasurer. 


Rep. Hastings Keith of Massachu- 
Setts will be the speaker at the lunch- 
fon of Washington, D.C., Life Under- 
Writers Assn., May 6. Officers will be 
elected during the meeting. 
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ance or hospitalization; fear that the 
prospect can’t afford to buy all three 
lines—disability income, hospitaliza- 
tion and life coverage; fear that the 
agent cannot plan his time and effort 
so as to sell more than one or two 
lines; fear of lack of product knowl- 
edge and knowledge of the competitor’s 
contracts, and fear of higher lapse 
rate due to lack of cash values or a 
policyholder’s decision to change to 
another company’s contract. 

Leads From Satisfied Clients 

—To build agent receptivity is to 
stress the large number of referred 
leads obtainable from a satisfied client 
who has actually collected benefits 
from a loss of time contract. 

A third area in developing disability 
income sales is to give the agent the 
tools and training he requires to sell 
it on a needs basis. 

“This may require extra emphasis 
on the presentation phase of the sales 
process, the area where the A&S 
salesman is weakest,” Mr. Plumb said. 

“The fourth step is to develop a spe- 
cific program of follow-through to 
make sure that the agent’s interest is 
maintained,” he said. 


McCabe And Proud 
Appointed V-Ps Of 


Western & Southern 


Earl B. McCabe and Ralph B. Proud 
vice-presidents 


have been appointed 








Earl B. McCabe 


of Western & Southern Life. 

Mr. McCabe was president of United 
Life of Florida, which was recently 
purchased by Western & Southern, 
and he will serve as executive vice- 
president of United. He joined United 
in 1936 and became president in 1943. 

With Western & Southern since 


Ralph B. Proud 
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1936, Mr. Proud has been director of 
sales promotion for the past 18 months. 
He is being assigned to the regional 
office at Galveston. 


Provident Life Of N. D. 
Attains $200 Million 


Provident Life of North Dakota has 
attained $200 million of insurance in 
force. The annual report also revealed 
that assets increased from $40,870,737 
to $45,041,859 and capital and surplus 
from $2,975,933 to $3,254,257 in 1958. 


Manhattan Life Home Office Moves 

Manhattan Life completed its home 
office move to 111 West 57th Street, 
New York. The building, which was 
purchased in April, 1958, has Manhat- 
tan’s name on the facade surmounted 
by a large replica of the Statue of 
Liberty in hand-carved stone. The 
company is occupying some 53,000 
square feet of the 151,000 square feet 
in the building. 

Wisconsin Assn. of Life Underwrit- 
ers will hold its annual meeting and 
sales congress at Milwaukee May 22. 
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The pioneers had no 


You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 


insurance—but 


And among the earliest of these insurance pioneers was 
Prudential. Established in 1875, it has consistently been in the 
insurance forefront; constantly developing new programs; con- 
tinually striving to meet all the insurance needs of the people. 

This forward-looking attitude has made Prudential synony- 
mous with “insurance”. And this public acceptance of Prudential 


has made all our efforts worthwhile. 


SICKNESS & ACCIDENT PROTECTION 





GROUP INSURANCE 


s 
8 
gs 
Xs 
Hd 







WN an 


Ne 





ss 


ion. oO, 
ei crearieaat 


insurance had pioneers 


10 THOS, 
oF hy, 
o* i) 





% oe 
q 
Ng INsuRARe 


The Prudential 


INSURANCE COMPANY OF AMERICA 


GROUP PENSIONS 








14 


Pritchard Speaks 
At Latin-American 
Insurance Meeting 


HAVANA—Representatives of Na- 
tional Assn. of Life Underwriters and 
Life Underwriter Training Council are 
in Havana this week to join life in- 
surance people from 21 Latin-Ameri- 
can countries at the third Inter-Amer- 
ican Conference of Life Underwriters. 

President Oren D. Pritchard and 
Ann Bickerton, director of field serv- 


HieNATIONAL UNDERWRITER 


ices, are representing NALU in the 
four-day program. LUTC is repre- 
sented by its managing director, Loran 
E. Powell and Richard N. Lewis, vice- 
president of Great National Life and 
immediate past chairman of the LUTC 
board. 

As lead-off speaker on the May 6 
morning program, Mr. Pritchard traced 
the history of NALU. He mentioned 
that it has given birth to many allied 
organizations that are making major 
contributions in the fields of life in- 
surance training, education, and public 
relations, and that some day the con- 


ference may do the same. 

He encouraged the Latin American 
agents to achieve the skills, high eth- 
ical and moral concepts, and dedication 
to service that he said are the hall- 
marks of the life insurance profession. 


Gen. Robert Cutler, chairman of Old 
Colony Trust Co. and special adviser 
to President Eisenhower, will be the 
speaker at the annual meeting and 
election of officers of Boston Life In- 
surance & Trust Council at the Harvard 
Club, May 5. Gen. Cutler will discuss 
the integrity of the U.S. dollar. 
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safeguarding tomorrow 








Northwestern Mutual’s 


‘ makes a difference... 


e believe that 

an agent can succeed 
more quickly in an 
atmosphere of success. 


. ieeeiaaaan MUTUAL agents are in- 
spired to set their sights high... and 


they are given every aid to help them 


reach their goals. 


As a result, new men are quick to make 
impressive records. An unusually high per- 
centage of Northwestern Mutual agents be- 
come members of the MDRT: 10.9% as 
compared to 1.2% for all companies. Our 
agents also lead in achieving the CLU des- 
ignation: 15.8% as compared to an all- 
companies average of 2.2%. And 38.0% 
win the National Quality Award as com- 
_pared to 6.3% for all companies. | 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 
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Seeming Agreement 
Disarms Buyer Who 
Likes Mutual Fund 


Here is the strategy that Thomas 
Volk, manager for Occidental of (Ca). 
ifornia at Spokane, has evolved fo 
persuading a client not to yield t 
“buy term and invest the difference” 
advice: 


If one of our salesmen came to me 
with the question that you presented 
in your editorial of April 11 (and they 
have) I would say, “For heaven's 
sake, agree with them when they want 
to buy term and invest the difference 
in stocks or mutual funds. By agree. 
ing with them they are taken off guard 
and will listen to you. 

“Tell them, ‘Thank heaven there are 
still a few of you fellows around who 
will gamble your savings in our econ- 
omy for the benefit of our children, 
just like our fathers gambled and lost 
back in the late ’20s and ’30s for us 
Of course, a lot of them jumped out 
of windows and I guess it could hap. 
pen again, but Mr. Prospect, I stil] 
say go ahead and speculate, and my 
children and the children of my other 
clients will thank you. 


Not Against Speculation 


“ ‘Please understand that I am not 
opposed to speculation and equities, 
As a matter of fact, I have a few of 
them myself. But I first agreed with 
myself to guarantee some minimums 
to old man Volk and his dependents 
before I felt that I had a moral right 
to speculate with their future. Tell 
me your thoughts on family independ- 
ence, Mr. Prospect. What do you feel 
is the least that you can afford to 
leave your family, or the smallest 
amount that you can retire on, or the 
smallest amount of lifteime disability 
income that you could live on—that 
is, on a guaranteed basis?’ 

Some of my nicest programs are with 
clients who told me they were going 
to buy stocks or mutual funds. And 
some of them have—with what they 
had left over from a decent insurance 
progrum.” 


Questions And Answers 
To 1958 CLU Exams 
Released As Booklet 


The questions and answers to all 
five parts of the 1958 CLU examina- 
tion are off the press in a booklet pub- 
lished by American College. Since 
questions asked in the examination 
call for an application of the candi- 
date’s knowledge and judgment on the 
subject of life insurance, there are 00 
set answers. The answers given in the 
booket, therefore, are meant only as 
a method of preparation for future 
examinations. 

In a dean’s note, the college advises 
candidates to use the Q&A _ booklet 
as an additional learning tool. They 
should read the questions and thea 
prepare their answers just as they 
would when taking the exam nett 
June. Having analyzed the questions 
and thought out their own answels, 
students can then benefit by compal- 
ing the published answers with thell 
own to determine any weaknesses 
inaccuracies. 

Price of the book is $1.50. 

Provident Life of North Dakota has 
been licensed in Arizona. 

Western Life of Montana recorded 
new business of $9,166,087 in March. 
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MDRT Speakers Will 
Answer Queries At 
Special Sessions 


“A date with the stars”—meaning 
a chance for small-group discussions 
with speakers who have appeared on 
the day’s program—will be a major 
feature of the annual meeting of the 
Million Dollar Round Table June 21-25 
at the Americana Hotel, Bal Harbour, 

a. 

TRerting at 5 p.m. Monday, Tuesday 
and Wednesday, at designated spots 
ground the Americana’s pool, each of 
the day’s speakers who had dealt with 
technical subjects on the program will 
be on hand to answer specific questions 
on his specialty that would not lend 
themselves to discussion at a general 
session. : 

The executive committee believes 
this procedure will do much to provide 
the informal, “round-table” atmosphere 
that characterized MDRT meetings 
when the organization was younger 
and much smaller. 

On Sunday, June 21, the opening 
day, there will be no working sessions 
put there will be the traditional re- 
ceptions—for first-timers at an annual 
meeting at 5:15 p.m. and the past 
chairmen’s reception at 6:15, followed 
by an outdoor charcoal steak dinner 
in the pool area. 

Two events will serve as reminders 
of next year’s Hawaiian locale for the 
annual meeting: Wednesday evening 
there will be a Hawaiian Air Lines film 
on Hawaii, which will be introduced 
by W. L. Ching, Prudential, Honolulu, 
who will also answer questions after 
the film. Then, on the final day, Thurs- 
day, a Dutch treat garden party at 
5:30 will have a Hawaiian motif. 

All other events of the annual meet- 
ing have already been announced. 


NALU Offers Plaque 
For State With Best 
Size Increase Rate 


WASHINGTON—Membership chair- 
man of state life underwriter associa- 
tions are this year contending for a 
new achievement award, sponsored by 
NALU President Oren D. Pritchard. 

Tentatively called the president’s 
plaque, the award will go to the mem- 
bership chairman of the state showing 
the highest percentage of increase in 
membership during 1958-59. 

The winner will be determined by 
percentage of June 30, 1959, totals. 
He must have made his state quota, 
and 1959 must be his state’s second 
consecutive year of membership in- 
crease over previous years. 

The plaque will be presented to the 
winning state membership chairman 
ty Mr. Pritchard during the NALU 
annual convention, Sept. 20-25, in Phil- 
adelphia. 


Fees That Traffic Can 
Bear Finished: Reeder 


The practice of physicians charging 
What the traffic will bear is finished, 
Dr. Clifton L. Reeder, vice-president 
ind medical director Continental As- 
wrance, told members of Los Angeles 
Stroup Managers Assn. “The time has 
‘me for physicians to establish a re- 
>and eg fees regardless of the ex- 

ce of a i ‘ig 
pad third party payor,” he 


“Whether we realize it or not, the 





ncial aspects of the practice of 
Nedicine are changing,” said Dr. Reed- 
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er. “A third party—the insurance com- 
pany—has entered and now has a di- 
rect interest in the medical services 
rendered and the cost of those serv- 
ices.” 

Dr. Reeder asked whether “Physi- 
cians wish to have disturbed the tra- 
ditional doctor-patient relationship? 
Third party financing of medical care 
necessarily forces that third party to 
question fees for which they are liable 
if those fees unduly exceed the av- 
erage for the service.” 

He said “the alternatives to vol- 
untarily financing medical care is so- 


cialization of medicine by the govern- 
ment or through health centers set up 
and controlled by unions and business. 
Those of us who want to maintain the 
current high quality of medical care 
want none of the alternatives.” 


Suggests Discussing Fees 


More and more physicians are dis- 
playing signs inviting their patients to 
discuss fees with them, said Dr. Reeder. 
He suggested that “whenever possible, 
that is, if other than an emergency, 
these fees be discussed prior to receiv- 
ine the doctor’s services.” 
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390 Register For 


Zone Five Meeting 
Of NAIC In Ark. 


HOT SPRINGS, ARK.—Joe B. Hunt 
of Oklahoma was elected chairman of 
Zone Five of National Assn. of Insur- 
ance Commissioners here as the eight- 
state regional group completed its 
three-day 1959 convention. He suc- 

(CONTINUED ON PAGE 26) 








That’s our way of describing State Mutual’s 
Small Group Life Coverage with CASH and 
PAID-UP values for companies with 10 to 24 em- 
ployees. Here’s a plan where the employer pays 
for decreasing term, and employee contributions 
purchase paid-up insurance in accumulating 
amounts. This plan minimizes — often eliminates 
—life insurance costs for the retired employee. 


With this State Mutual coverage, smaller 
companies can give their employees “big com- 


For details, call your nearest State Mutual 
Group Office or Agency, or mail the 
coupon today to our Home Office. 
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pany” benefits to help them retain valuable per- 
sonnel. Cost to the employer is tax deductible 
and premiums are paid monthly through a 
simplified self-billing system. 


Advantages to the employee include: non- 
medical coverage, no age limit, waiver of pre- 
mium, and conversion privilege plus cash settle- 


ment or paid-up insurance upon termination 


of employment. The plan also includes optional 
retirement income settlement of cash values. 


Avajlable in all states except Kentucky, Louisiana, 
North Carolina and the District of Columbia. Florida 
minimum: 15 lives. 


Tailor-made plans are available for groups of 25 or more. 


Name 


OF AMERICA 


Company 


Group Sales Administration Department 
STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
WORCESTER, MASSACHUSETTS 


Please send me, without obligation, information 
about your Group Life Insurance Plan with cash and 
paid-up values for the small business. 


| 





WORCESTER, MASSACHUSETTS 


Street 





City. 


State 
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New Cafeteria Without 
Bottlenecks Installed In 
New York Life Home Office 


A modern cafeteria that operates 
with the fluidity of a supermarket has 
been installed in the New York Life 
home office. 

The new cafeteria is a long way 
from the original lunchroom concept. 
Instead of a long, slow-moving line, 
the New York Life installation is set 
up with island counters so the employe 
can move from island to island, select- 


HteNATIONAL UNDERWRITER 


ing everything but the hot main 
course, which is served to him by a 
counterman at the steam table. An 
estimated 5,000 people can be served 
in two hours without rush, bottlenecks 
or waiting in line. 

Employes can choose among two 
hot dinners, a hot vegetable plate, 
salad plate, two grill choices, three 
sandwiches, fruit juice appetizers, 
soups, rolls, salads and five desserts. 

Eastern Life’s paid-for business in 
the first three months increased 40%, 
a recori. 


American College Study 
To Investigate Investment 
Factors In Life Insurance 


A basic study of the investment 
factors of life insurance is being un- 
dertaken by American College in co- 
operation with life companies and 
educational groups. The investigation 
will include, among other things, an 
analysis of the impact of inflation on 
fixed dollar investments, safety factors 
in life insurance and the rate of in- 
vestment return on various contracts. 





HOW TO 
‘UP-DATE’ YOUR — 
GROUP 
























PROTECTION... 


... AND STILL KEEP COSTS IN LINE! The Builders’ 
and Traders’ Exchange of Detroit, one of the 
largest associations of its kind in the 
country, has carried Group A & S with 
Nationwide since 1957. To modernize 
this program for the 1550 executive 
members and their employees, 


Mr. Ed J. Thibodeau,(left)Nationwide Group representative 
with Mr. William C. Dennis, Secretary-Manager 
Builders’ & Traders’ Exchange of Detroit. 
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the Exchange has now super- 


imposed Nationwide’s Major Medical 
Plan... for only a slight additional 
premium! If you would like to 
restyle your Group program— 


within a budget and with 
one company to serve all 
your protection needs— 
contact: Nationwide 
Group Sales Department, 
246 North High Street, 
Columbus 16, Ohio. 
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Results of the research Project, 
which is expected to take severaj 
months, will be made _ available 


through lectures, CLU seminars and a 
book to be published next spring 
Educational materials derived from 
the study will be developed for inely- 
sion in the CLU curriculum. 

Herbert C. Graebner, dean of Amer. 
ican College, is in charge of the study 
and will be author of the book. 

A previous study on the subject was 
made in 1932 by Dr. S. S. Huebner, 
president emeritus of the college, and 
the late David McCahan who was then 
assistant dean. 


12 Life Company Officers 


Graduate From LIC Seming 


Twelve life company executives, 
graduates of the second annual Life 
Insurance Conference seminar in life 
company management, were awarded 
certificates by Dr. J. Owen Stalson, 
faculty and curriculum advisor of the 
seminar and director of the School of 


Insurance Administration, Green- 
wich, Conn. 
The two-week seminar at _ the 


General Oglethorpe Hotel, Savannah, 
is designed to train home office ad- 
ministrators of LIC member compa- 
nies, not in any specialty, but in 
management principles and adminis- 
trative techniques applicable to any 
department. The seminar faculty is 
almost exclusively drawn from execu- 
tive officers of member companies. 

The next seminar, also to be held 
at the General* Oglethorpe, is scheduled 
for March 27 to April 8, 1960. 


Nine Life Companies Join 
LOMA; Membership Is 354 


Nine new members have been added 
to LOMA’s roster, bringing the number 
of companies in the association to 354. 

The new member companies are 
American Republic, Des Moines; Dur- 
ham Life, Raleigh; Federated Life, 
Owatonna, Minn.; Illinois Mid-Contin- 
ent Life, Chicago; Illinois Mutual Life 
& Casualty, Peoria; Piedmont Life, 
Atlanta; Universal American Life, 
Atlanta; Alpha Mutual Life, Manila, 
Philippines, and “Boemi-Poetera 1912” 


Mutual Life, Djakarta, West Java, 
Indonesia. 
To Make N. Y. Award May 12 


The New York City Life Supervisors 
Association, at its May 12 luncheon 
meeting, will confer the “supervisor 
of the year” award on the man who 
has demonstrated outstanding qualities 
of life insurance supervision, including 
production, recruiting, selection, train- 
ing and leadership and who has 
furthered the role of good supervision. 

The speaker will be William Schur, 
assistant general agent of the Joseph- 
son agency of Connecticut Mutual. 
New Colorado Life Insurer 

Allservice Life has been organized 
in Colorado. The company has its head 
office at Colorado Springs. 

All the officers and directors ae 
veterans of the armed forces. The 
company will specialize in supple 
mental benefits to those provided by 
the armed forces and the Veterals 
Administration. 


Globe Life of Chicago, which wé& 
acquired last year by Swift & Co,5 
moving its general offices to the Com 
Products Building, Chicago. 


Provident Life of North Dakota bas 








been licensed in Colorado. 
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Wikler Ends Duties N.Y. Hearings Set On 


With N. Y. Department Blue Cross Rates 

Julius S. Wikler, former New York Following requests from five New 
superintendent who has been serving York Blue Cross plans for rate in- 
as consultant to the department with- creases averaging from 28.8% to 43.3%, 
out pay, has terminated the arrange- Superintendent Thacher has_ sched- 
ment owing to personal commitments. uled public hearings at Buffalo, May 
At Gov. Rockfeller’s request, Mr. Wik- 4; Rochester, May 5; Syracuse, May 6; 
ler continued as superintendent until Utica, May 7, and Albany, May 8. 
the appointment of Thomas Thacher Associated Hospital Service of New 
in January, and since then has been York City has applied for an average 
consultant. rate increase of 34.2% to be effective 

In accepting Mr. Wikler’s resigna- Sept. 1. The temporary rate increase 
tion, Gov. Rockefeller thanked him for granted last September has proved to- 
making the transition from one ad- tally inadequate, according to plan 
ministration to another easier. officials. No hearing has been set on 

— this request. 


HIA Steps Up Anti-Polio Campaign F 
lm sittin = 
Service’s polio vaccination drive, The hearings should clarify the ef- 
member companies of Health Insur- fects upon these plans of such new 
ance Assn. have stepped up their factors as amendments to health in- 
educational campaign urging vaccina- Surance legislation which take effect 
tions for the estimated 90 million July 1, the new law permitting Blue 
Americans who still lack full protec- Cross plans to enlarge their benefits 
tion against polio. Robert R. Neal, t© include home care by visiting nurses, 
and a bill just signed by the governor 
reducing the portion of premiums now 
required for contingency reserves, the 


HIA general manager, urged the as- 
sociation’s member companies to join 
in and support community programs, : : 
and to encourage agents and other em- SUPerintendent said. 
ployes to take part in the promotional He specified that anyone wishing to 
campaign by word-of-mouth in their Present information at the hearings 
contacts with the public. should advise him in writing, at least 
pd 48 hours before the hearing of the 


Atlanta Companies Plan Merge nature of the presentation and the 

Investors Life and Kennesaw Life & time required, and should submit a 
Accident of Atlanta are planning to COPY of such notice to the appropriate 
merge via a stock exchange. Proposals Blue Cross headquarters. Those wish- 
will be submitted to stockholders of 98 to submit written memoranda 
each company in due course. should file them two days in advance 

The surviving company would be with the department in New York and 


Kennesaw L.&A. which would have With the plan involved. 


$26 million in force, $712,000 in gross _ Since statistics furnished by the 
surplus and $1,013,000 in assets. petitioning plans indicate that current 


Fred W. Lagerquist Jr. is president rates are seriously inadequate, Super- 
of Kennesaw L.&A. intendent Thacher recently requested 
a status report on the study of non- 





government, non-profit health plans 
now being made in the state. Dr. Ray 
It’s E. Trussell, chairman of the school of 


health and administrative medicine 


of Columbia University, director of the 
study, reported that complete findings 
would not be ready before fall, but 
said that if the state’s non-profit hos- 
to be pital service plans are in financial 
straits, their relief should not be de- 
HIGH layed until the study is completed. 
MAN! 
The Tax Planners Workshop will 
— conduct its 11th session, beginning May 
am al 12 at the 744 Broad Street Club, New- 
y ark. Harold Kamens, Newark lawyer, 
is workshop moderator. The courses, 
which are designed for life agents 
trust officers, attorneys and account- 
ants, will consist of the following: 
—Estate planners’ workshop I, a 


five-week course dealing with estate 
planning elements, including such top- 


POLE ics as life insurance, buy and sell agree- 
ments, estate and gift taxes and other 


' : related topics. 
20 inches to —Pension and profit-sharing work- 
80 inches high shop, a five week course developing 
pension and profit sharing plans from 
both a theoretical and practical ap- 
proach, including discussion of the in- 
ternal revenue code and methods of 
funding. 

—Federal tax procedures, penalties 











Tax Planners ‘Workshop To 
Begin May 12 In Newark 





Balsa Wood 


: po CE , 


Also Full 
Line of 


INDIAN GIMMICKS 
Proven Sure-Fire Method 


For Running and frauds, dealing with practical pro- 
Effective Sales Contests blems in federal taxation. Among topics 
to be covered are procedures before 

Write for the Internal Revenue Service, offers in 


FREE CONTEST PLAN BOOKLET 
ORGANIZATION SERVICES, INC. 


8259 Livernois, Detroit 4, Mich. 
Phone: TExas 4-9020 


compromise, liability and withholding 
taxes and. other federal tax pro- 
cedures. 

In addition to Mr. Kamens, Wil- 
liam A. Ancier, Newark tax attorney, 








will also be an instructor. 
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Lethargic Sniffer 


Old Lead-Bottom would perk up if he knew* about ANICO’s 
complete line of competitive policies and unique specials. Do 
you know about them? Check with ANICO now! 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

Ail forms of A&h. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 


== AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


+ 


For information address: 
COORDINATOR OF SALES 
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OVER FOUR AND ONE HALF BILLIONS OF INSURANCE IN FORCE 








new developments in 


FOuctry 
MIIIIDS 


Farm income from chickens and eggs in the 
South today is nearly one billion dollars 
per year, an 800% increase in 15 years. 
Georgia is the largest broiler producing 
state in the Union. Burgeoning poultry 
production has also brought significant 
increases in production of feed grains. 


LIFE SuB? 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 
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New Cafeteria Without 
Bottlenecks Installed In 
New York Life Home Office 


A’'modern cafeteria that operates 
with the fluidity of a supermarket has 
been installed in the New York Life 
home office. 

The new cafeteria is a long way 
from the original lunchroom concept. 
Instead of a long, slow-moving line, 
the New York Life installation is set 
up with island counters so the employe 
can move from island to island, select- 
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ing everything but the hot main 
course, which is served to him by a 
counterman at the steam table. An 
estimated 5,000 people can be served 
in two hours without rush, bottlenecks 
or waiting in line. 

Employes can choose among two 
hot dinners, a hot vegetable plate, 
salad plate, two grill choices, three 
sandwiches, fruit juice appetizers, 
soups, rolls, salads and five desserts. 

Eastern Life’s paid-for business in 
the first three months increased 40%, 
a recori. 


American College Study 
To Investigate Investment 
Factors In Life Insurance 


A basic study of the investment 
factors of life insurance is being un- 
dertaken by American College in co- 
operation with life companies and 
educational groups. The investigation 
will include, among other things, an 
analysis of the impact of inflation on 
fixed dollar investments, safety factors 
in life insurance and the rate of in- 
vestment return on various contracts. 





HOW TO 
~ -UP-DATE’ YOUR | 
GROUP PROTECTION... 


... AND STILL KEEP COSTS IN LINE! The Builders’ 
and Traders’ Exchange of Detroit, one of the 
largest associations of its kind in the 
country, has carried Group A & S with 
Nationwide since 1957. To modernize 
this program for the 1550 executive 
members and their employees, 























Plan 





the Exchange has now super- 


imposed Nationwide’s Major Medical 
... for only a slight additional 
premium! If you would like to | 
restyle your Group program— | 


within a budget and with 
one company to serve all 
your protection needs— 
contact: Nationwide 
Group Sales Department, 
246 North High Street, 
Columbus 16, Ohio. 





| LOMA: Membership Is 354 





Mr. Ed J. Thibodeau,(left)Nationwide Group representative 
with Mr. William C. Dennis, Secretary-Manager 
Builders’ & Traders’ Exchange of Detroit. 
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NATIONWIDE MUTUAL INSURANCE COMPANY - NATIONWIDE LIFE INSURANCE COMPANY - HOME OFFICE: COLUMBUS, OHIO 
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Results of the research project, 
which is expected to take severa] 
months, will be made available 


through lectures, CLU seminars and a 
book to be published next spring. 
Educational materials derived from 
the study will be developed for incly. 
sion in the CLU curriculum. 

Herbert C. Graebner, dean of Amer. 
ican College, is in charge of the Study 
and will be author of the book. 

A previous study on the subject was 
made in 1932 by Dr. S. S. Huebner, 
president emeritus of the college, ang 
the late David McCahan who was then 
assistant dean. 


12 Life Company Officers 


Graduate From LIC Seming 


Twelve life company executives, 
graduates of the second annual Life 
Insurance Conference seminar in life 
company management, were awarded 
certificates by Dr. J. Owen Stalson, 
faculty and curriculum advisor of the 
seminar and director of the School of 


Insurance Administration, Green- 
wich, Conn. 
The two-week seminar at. the 


General Oglethorpe Hotel, Savannah, 
is designed to train home office ad- 
ministrators of LIC member compa- 
nies, not in any specialty, but in 
management principles and adminis- 
trative techniques applicable to any 
department. The seminar faculty is 
almost exclusively drawn from execu- 
tive officers of member companies. 

The next seminar, also to be held 
at the General’ Oglethorpe, is scheduled 
for March 27 to April 8, 1960. 


Nine Life Companies Join 


Nine new members have been added 
to LOMA’s roster, bringing the number 
of companies in the association to 354. 

The new member companies are 
American Republic, Des Moines; Dur- 
ham Life, Raleigh; Federated Life, 
Owatonna, Minn.; Illinois Mid-Contin- 
ent Life, Chicago; Illinois Mutual Life 
& Casualty, Peoria; Piedmont Life, 
Atlanta; Universal American Life, 
Atlanta; Alpha Mutual Life, Manila, 
Philippines, and “Boemi-Poetera 1912” 


Mutual Life, Djakarta, West Java, 
Indonesia. 
To Make N. Y. Award May 12 


The New York City Life Supervisors 
Association, at its May 12 luncheon 
meeting, will confer the “supervisor 
of the year” award on the man who 
has demonstrated outstanding qualities 
of life insurance supervision, including 
production, recruiting, selection, train- 
ing and leadership and who has 
furthered the role of good supervision. 

The speaker will be William Schur, 
assistant general agent of the Joseph- 
son agency of Connecticut Mutual. 
New Colorado Life Insurer 

Allservice Life has been organized 
in Colorado. The company has its head 
office at Colorado Springs. 

All the officers and directors af 
veterans of the armed forces. The 
company will specialize in supple 
mental benefits to those provided by 
the armed forces and the Veteralis 
Administration. 


Globe Life of Chicago, which ws 
acquired last year by Swift & Co,% 
moving its general offices to the Com 
Products Building, Chicago. 


Provident Life of North Dakota has 
been licensed in Colorado. 
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Wikler Ends Duties 
With N. Y. Department 


Julius S. Wikler, former New York 
superintendent who has been serving 
as consultant to the department with- 
out pay, has terminated the arrange- 
ment owing to personal commitments. 
At Gov. Rockfeller’s request, Mr. Wik- 
ler continued as superintendent until 
the appointment of Thomas Thacher 
in January, and since then has been 
consultant. 

In accepting Mr. Wikler’s resigna- 
tion, Gov. Rockefeller thanked him for 
making the transition from one ad- 
ministration to another easier. 


HIA Steps Up Anti-Polio Campaign 
In support of the U. S. Public Health 
Service’s polio vaccination § drive, 
member companies of Health Insur- 
ance Assn. have stepped up their 
educational campaign urging vaccina- 
tions for the estimated 90 million 
Americans who still lack full protec- 
tion against polio. Robert R. Neal, 
HIA general manager, urged the as- 
sociation’s Member companies to join 
in and support community programs, 
and to encourage agents and other em- 
ployes to take part in the promotional 
campaign by word-of-mouth in their 
contacts with the public. 
Atlanta Companies Plan Merge 

Investors Life and Kennesaw Life & 
Accident of Atlanta are planning to 
merge via a stock exchange. Proposals 
will be submitted to stockholders of 
each company in due course. 

The surviving company would be 
Kennesaw L.&A. which would have 
$26 million in force, $712,000 in gross 
surplus and $1,013,000 in assets. 

Fred W. Lagerquist Jr. is president 
of Kennesaw L.&A. 












Balsa Wood 


TOTEM 


Also Full 
Line of 


INDIAN GIMMICKS 


Proven Sure-Fire Method 
For Running 


Effective Sales Contests 


Write for 
FREE CONTEST PLAN BOOKLET 


ORGANIZATION SERVICES, INC. 
8259 Livernois, Detroit 4, Mich. 
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N.Y. Hearings Set On 
Blue Cross Rates 


Following requests from five New 
York Blue Cross plans for rate in- 
creases averaging from 28.8% to 43.3%, 
Superintendent Thacher has_ sched- 
uled public hearings at Buffalo, May 
4; Rochester, May 5; Syracuse, May 6; 
Utica, May 7, and Albany, May 8. 

Associated Hospital Service of New 
York City has applied for an average 
rate increase of 34.2% to be effective 
Sept. 1. The temporary rate increase 
granted last September has proved to- 
tally inadequate, according to plan 
officials. No hearing has been set on 
this request. 


Should Clarify Effects 


The hearings should clarify the ef- 
fects upon these plans of such new 
factors as amendments to health in- 
surance legislation which take effect 
July 1, the new law permitting Blue 
Cross plans to enlarge their benefits 
to include home care by visiting nurses, 
and a bill just signed by the governor 
reducing the portion of premiums now 
required for contingency reserves, the 
superintendent said. 

He specified that anyone wishing to 
present information at the hearings 
should advise him in writing, at least 
48 hours before the hearing of the 
nature of the presentation and the 
time required, and should submit a 
copy of such notice to the appropriate 
Blue Cross headquarters. Those wish- 
ing to submit written memoranda 
should file them two days in advance 
with the department in New York and 
with the plan involved. 

Since statistics furnished by the 
petitioning plans indicate that current 
rates are seriously inadequate, Super- 
intendent Thacher recently requested 
a status report on the study of non- 
government, non-profit health plans 
now being made in the state. Dr. Ray 
E. Trussell, chairman of the school of 
health and administrative medicine 
of Columbia University, director of the 
study, reported that complete findings 
would not be ready before fall, but 
said that if the state’s non-profit hos- 
pital service plans are in financial 
straits, their relief should not be de- 
layed until the study is completed. 


Tax Planners ‘Workshop To 
Begin May 12 In Newark 


The Tax Planners Workshop will 
conduct its 11th session, beginning May 
12 at the 744 Broad Street Club, New- 
ark. Harold Kamens, Newark lawyer, 
is workshop moderator. The courses, 
which are designed for life agents 
trust officers, attorneys and account- 
ants, will consist of the following: 

—Estate planners’ workshop I, a 
five-week course dealing with estate 
planning elements, including such top- 
ics as life insurance, buy and sell agree- 
ments, estate and gift taxes and other 
related topics. 

—Pension and profit-sharing work- 
shop, a five week course developing 
pension and profit sharing plans from 
both a theoretical and practical ap- 
proach, including discussion of the in- 
ternal revenue code and methods of 
funding. 

—Federal tax procedures, penalties 
and frauds, dealing with practical pro- 
blems in federal taxation. Among topics 
to be covered are procedures before 
the Internal Revenue Service, offers in 
compromise, liability and withholding 
taxes and other federal tax pro- 
cedures. 

In addition to Mr. Kamens, Wil- 
liam A. Ancier, Newark tax attorney, 
will also be an instructor. 
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No. 5 in an 
enlightening series 
of 12 
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Lethargic Sniffer 


Old Lead-Bottom would perk up if he knew* about ANICO’s 
complete line of competitive policies and unique specials. Do 
you know about them? Check with ANICO now! 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 
Income Conversion Rider. 
Annuities. 
All forms of A&h. 
Complete line of 
mortgage protection. 


7 


Gtd. Issue on Pension and 
Profit-Sharing plans. 





S 
Sea 


Pre-Authorized Check Plan. 





Family Income Term Policy. 


= AMERICAN NATIONAL 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 


INSURANCE Co. 


GALVESTON, TEXAS 





OVER FOUR AND ONE HALF BILLIONS OF INSURANCE IN FORCE 








new developments in 


Fouctrey \~ 
OIIGIGID 


mean a more productive South 


Farm income from chickens and eggs in the 
South today is nearly one billion dollars 
per year, an 800% increase in 15 years. 
Georgia is the largest broiler producing 
state in the Union. Burgeoning poultry 
production has also brought significant 
increases in production of feed grains. 








LIFE SuB? 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 
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HeNATIONAL UNDERWRITER 


Editorial Comment 


Discrimination Needn’‘t Be Unfair 


The basic fairness of providing fea- 
tures in some life policies that a com- 
pany issues that are not present in its 
other policies was put somewhat on 
the defensive at the New York de- 
partment’s recent hearing on minimum 
deposit plans and the high early cash 
value policies that facilitate these plans. 
Efforts were made to show that the 
higher and earlier cash and loan values 
and the so-called fifth dividend option 
providing one-year term coverage to 
offset the policy loan constituted un- 
fair discrimination against the holders 
of policies that lacked such features. 

Obviously, to issue two policies that 
are alike in every respect, including 
premium rates and dividends, with the 
exception that one policy has a very 
high early cash value while the other 
has none would be unfairly discrim- 
inatory. Just as discriminatory, though 
not so blatantly obvious, would be the 
same setup modified only by trifling 
changes in rates, dividends and pro- 
visions to create an illusion of differ- 
entness that was not really there. 

But the possibility of indulging in 
this sort of sophistry doesn’t mean that 
discrimination exists just because a 
company gives certain of its policies 
features that others lack. Actually, this 
and other types of differentiating can 
and should result in greater equity 
among policyholders than trying to 
make like a bulldozer and level every- 
thing out, irrespective of people’s dif- 
fering wants and needs. Sensible and 
equitable differentiating should give 
policyholders more of what they want 
their policies to do for them. It should 
also save them money by not making 
them pay for features that they have 
little or no use for. 

Yet this obvious fact was unfortu- 
nately pretty much lost sight of at the 
New York hearing, because the dis- 
cussion centered so heavily on whether 
what was done in the particular situ- 
ations under review had or had not 
discriminated unfairly against other 
policyholders of the companies in- 
volved. 

To illustrate how illogical it would 
be to remove the right to discriminate, 
let’s suppose the automobile business 
were under the same kind of state 
regulation that life insurance is. The 
owner of the little Anglia that Ford 
Motor Co. imports from England 
doesn’t want an automatic transmission 
because (a) it costs more and (b) it 
robs his pint-size engine of power that 
it needs. But the New York state au- 
tomobile department has decided that 
if Ford equips its Lincolns with auto- 
matic transmissions as standard equip- 
ment it must do the same for its An- 
glias. So the Ford company has to boost 
the price of its Anglias to give Anglia 
buyers an automatic transmission they 
don’t want to pay for and don’t want 
on their cars even at the same price 
as a standard shift. 

The important thing is that the dis- 
crimination between one policy and 
another be on a sound and truly equi- 
table basis. Years ago the accusation 
was made by critics of industrial in- 


surance that it was more expensive 
than ordinary because the companies 
distorted their cost accounting so as 
to make ordinary net costs look good 
at the expense of industrial policy- 
holders. 

The critics played down the fact 
that industrial’s smaller amounts, non- 
medical underwriting, and weekly col- 
lection calls necessarily resulted in 
high costs. Yet not even the most rabid 
critic of industrial ever insisted that 
ordinary and industrial policies should 
be precisely the same in all features. 
After all, it would make little sense 
to have an agent call weekly at the 
office of the owner of a $100,000 or- 
dinary policy to collect the week’s pre- 
mium. Nor would it make any more 
sense to insist that industrial insur- 
ance be sold only on the annual, semi- 
annual, quarterly or monthly basis 
when some people have trouble meet- 
ing the payments even on a weekly 
schedule. 

The good reasons for not trying to 
treat all policyholders exactly similarly 
are easy enough to see when ordinary 
vis-a-vis industrial is involved. Yet 
the same principle is involved when 
policies being compared are alike in 
many of their characteristics. Suppose 
two policies issued by the same com- 
pany are identical except that one can 
be bought only in amounts of $25,000 
or more and is subject to much tougher 
underwriting. The high minimum 
amount will result in a per-thousand 
saving in overhead. It may well en- 
hance persistency, if experience shows 
there is a difference in this respect 
between policies of this size and small- 
er policies. The tougher underwriting 
will save on mortality costs. 

No one would deny the propriety of 
reflecting these savings in lower rates 
or higher dividends. But wouldn’t it 
be equally proper to reflect them, 
instead, in higher and earlier cash val- 
ues if it seemed likely that buyers 
would prefer that system to lower net 
cost? Isn’t it a matter of trying to pro- 
vide various categories of buyers with 
what they want, but on a basis that 
will not be unfair to other categories 
of the company’s buyers? 

Back in the worst days of the de- 
pression of the 1930s, one of the lead- 
ing companies found it was getting hit 
harder with demands for surrender 
values than the general run of other 
companies because it was one of the 
most liberal companies in the busi- 
ness with respect to early cash values 
on all its policies. The company had to 
sell securities, even though other less 
liberal companies were able to make 
loan and surrender payments entirely 
out of incoming premiums and interest. 

The eminent chief actuary of that 
company was not at all concerned at 
the inroads policyholders were making 
on their reserves. He regretted of 
course the necessity that impelled 
them, but pointed out, in answer to 
our inquiry, that the right to resort 
to these emergency resources was one 
of the reasons the policyholders bought 
their policies in that company. If it 


resulted in a higher net cost than buy- 
ing from a competitor that tended to 
favor the persisting policyholder at the 
expense of the withdrawing policyhold- 
er—well, it was just a matter of de- 
ciding whether you wanted to buy lib- 
eral withdrawal treatment or the low- 
est net cost. 

Where a single company is offering 
the choice between ultra-liberal early 
withdrawal treatment and the more 
usual pattern, the problem of main- 
taining equity among different cate- 
gories of policyholders becomes some- 
what more complex. But if approached 
honestly, it should be no more of a 
problem than maintaining equity as 
respects term vs endowment, group vs 
ordinary, old vs new policyholders or 
any of the other conflicts of interest 
that are constantly being resolved 
without any great to-do being made 
about them.—R.B.M. 





Personals 


Mrs. Louise Ilse, associate manager 
of Equitable Society’s group depart- 
ment has been elected president of the 
alumni association of the Columbia 
University school of general studies. 


John A. Diemand, president of Life 
of North America, as chairman of the 
Philadelphia invest-in-America com- 
mittee for 1959, presided over invest- 
in-America week activities in Phila- 
delphia. 


George Y. Cherlin, actuary of Mu- 
tual Benefit Life has been elected pres- 
ident of the Newark Junior Chamber 
of Commerce. He succeeds another 
Mutual Benefit man, William C. North, 
public relations supervisor. 


Robert B. Richardson, president of 
Western Life of Montana plans to con- 
tinue to reside in Helena after the 
company moves to St. Paul in 1961. By 
that time he will be approaching 
normal retirement age. After the re- 
location he will serve as chairman of 
Western Life and a director of affili- 
ated St. Paul Fire & Marine. 


Deaths 


O. J. LACY, 74, honorary chairman 
and former president of California- 
Western States 
Life, died as a re- 
sult of a_ stroke. 
He was president 
of Cal-Western 
States from 1934 
until his retire- 
ment in 1954. He 
was chairman for 
one year and then 
served as honor- 
ary chairman. Im- 
mediately prior to 
joining Cal-Wes- 
ern States he was 
executive vice-president of Minnesota 
Mutual Life. 

Mr. Lacy guided Cal-Western 
through the depression and the rapid 
development that followed. When he 
assumed presidency of Cal-Western, 
the company had $219 million of life 
insurance in force. Upon his retirement 
in 1954 this figure had risen to $920,- 
800,000. 

Mr. Lacy began his career as a con- 
struction engineer for a railroad and 
later set up his own business as a 
consulting engineer in Montana. In 
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1914 he entered the life business as an 
agent for New World Life and was 
later promoted to district agent and 
then state manager. He served in the 
air corps in World War I. Following 
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Home Office Changes 


Old Republic Life 


Harold R. Kraemer has been named 
purchasing agent and Willis H. Dever 
Jr. becomes personnel director. Mr. 
Kraemer joined the company in 1951 
and has been printing and supply su- 
pervisor and office manager. 

Robert I. Bennett has been appoint- 


ed agency administrator. He has been 
with Allstate, Manufacturers Life, and 
National Life of Vermont. 


Connecticut Mutual 
Richard W. Adami, attorney in the 
city loan department since 1957 and 
a former Boston lawyer, and Willett 


B. Clyne, manager of the city loan 
department since 1953, have been pro- 
moted to assistant supervisors of city 
loans. 


United American, Ga. 

United American Life of Atlanta 
has appointed Louis T. Bates 
vice-president and director of agen- 
cies. He has been vice-president in 
charge of ordinary agencies of Gulf 
Life and before that held agency posi- 
tions with New York Life and Lin- 
coln. He has been in the business 23 
years. 








ADVERTISED 
IN LOCAL 
NEWSPAPERS 


Advertisements similar 
to this one are targeted 
at the prospects of 
our representatives in 
their own local areas. 
Each advertisement 
features a particular ~ 
policy; thus affording 
the local agent a 
“hard selling” partner. 
These advertisements 
will reach millions 
of readers throughout 
our territory, building 
prestige for the company 
and developing prospects 
for the agent. 
The fine promotional 
assistance rendered by 
newspapers, magazines 
and reprints of 
our ads, furnished by 
the Home Office, are 
additional ammunition. 
All this, coupied with our 
top-notch policies and 
sales aids, will help you 
sell more under 


PAN-AMERICAN’S 
CAREER CONTRACT 
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Confidence in the future 7? 
Sure, he s got it! 





His Pan-American policy 
paid most of the bills! 


His Accident and Sickness policy with Pan-American Life really 
“paid off” when he needed ready-money for hospital and doctor 
bills. He knew, when he took out his policy, that Pan-American 
Life was built upon public confidence . . . and he knew he could 
face future emergencies with more confidence because of this policy. 


But he didn’t foresee what wonderful aid he’d really get! Believe 
me, now that Pan-American is helping him he has become one of 


the company’s many boosters. 


Are you covered? If not, talk it over with your friendly Pan- 


American agent— 


Among the top 10% of 
U. S. Life Insurance 
Companies—writing 


General Agent's 
Name and 
Address go here 
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Lincoln National 
Robert J. Ree. 
tanus has been ap- 
pointed assistant 
general au ditor 
Assistant Vice. 
president Charles 
N. Walker has 
been given addi. 
tional responsipjj. 
ities of directing 
A&S underwriting 
and Assistant See. 
retary Joseph ¢ 
Ritter has been 
transferred from 
reinsurance to A&S underwriting. My 
Rectanus joined the company in 1949 





R. J. Rectanus 


Charles N. Walker Joseph G. Ritter 


and has been mortgage loan manager. 
Mr. Walker went with Lincoln National 
in 1947 and has been assistant vice- 
president since 1957. Mr. Ritter joined 
the company when it purchased Reli- 
ance Life and has been assistant sec- 
retary since 1953. 


Western & Southern 
Vice-president Lewis F. Youngblood 
has been named to head the Los An- 
geles regional office, and Vice-presi- 





>) 


L. F. Youngblood 


Robert E. Bagot 


dent Robert E. Bagot will take charge 
of regional operations at St. Louis, 
Galveston and Asheville, N.C. In in- 
surance since 1936, Mr. Youngblood 
became a senior consultant with 
LIAMA in 1948. He joined Western & 
Southern in 1953 as director of agen- 
cies and became vice-president I 
1957. Mr. Bagot has been in the busi- 
ness 25 years. He was executive vice- 
president of Texas Prudential when 
Western & Southern reinsured that 
company, and he has been manager of 
the Galveston regional office. 


General American 
Jerome P. Bugger has been named 
manager, Russell J. Yaeger associate 
manager, and Florence Breezley 4- 
sistant manager of a new group ad- 
ministration department. 
Anthony Gatzert, agency secretary, 
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nas retired after 48 years with the 
company. He has been agency secre- 
tary sirice 1938. 


North American Re 


Robert O. Shep- 
ler has been 
elected assistant 
vice-president. He 
is in charge of the 
new midwestern 
regional office at 
230 North Michi- 
gan Avenue in 
Chicago. He enter- 
ed life insurance in 
1950 as assistant 
general counsel of 
the Maccabees and 
was appointed 
head of its agency department in 1952. 
Before joining North American Re he 
was agency director of Central Stand- 
ard Life. He is a CLU. 





Robert O. Shepler 


Manhattan Life 


Peter F. Chapman has been named 
actuarial assistant. He has been con- 
sulting actuary of the pension spe- 
cialists firm of Charles A. A’Hearn, 
and before that was assistant actuarial 
supervisor of Metropolitan Life. 


Southland Life 


A. C. Hovater, agent at Little Rock, 
has been transferred to the home of- 
fice as field assistant. He has been 
with the company since 1957. 


North American Accident 


- Charles B. Nor- 
ton, vice-president 
of Selective Life of 
Arizona, has join- 
ed the company as 
life agency direc- 
tor. He entered the 
business in 1947 
with Equitable 
Life of Iowa. For 
four years he was 
manager at Albany 
of Guardian Life 
and then _ joined 
Central Standard 
Life as superintendent of agencies. He 
has been with Selective since 1956. 





Charles B. Norton 


INDEPENDENT LIFE & ACCIDENT 


has named as assistant vice-presi- 
dents Robert H. Abbott, home office 
coordinator, and T. P. McEntyre, agen- 
cy assistant in the agency department. 
Mrs. Nell Vlasselaer, executive secre- 
tary, becomes assistant  secretary- 
treasurer. 


LONE STAR LIFE—W. H. Smith, 
president has been elected also to fill 
the newly created position of chair- 
man. Ben F. Tisinger, secretary, was 
elevated to the newly created position 
of vice-chairman. William T. Capps, 
former comptroller, was elected sec- 
retary. 


COASTAL STATES LIFE has named 
Ben J. Hitz, formerly a partner in the 
St. Louis general agency of Mutual of 
Omaha, as assistant director of agen- 
cles. The company has appointed Luke 
Jones superintendent of agencies. 





Two films, “This is Steel” and “Steel 
Spans the Chesapeake,” will be shown 
at the meeting of Indiana Home Office 
Underwriters Assn. May 20 in Indi- 
anapolis. The films illustrate the oc- 
cupations and occupational hazards in 


pel production and bridge construc- 
ion, 
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Changes In The Field 


Massachusetts Mutual 
Miles P. Englehart has been appoint- 
ed manager at Portland, succeeding 
his father, Philip Englehart, who has 





Miles P. Englehart Lee Bonnell 


retired after 27 years as general agent 
there. The new manager joined the 
agency in 1950. He has held offices in 
the Portland Life Underwriters Assn. 
and the Junior Chamber of Commerce, 
and is a life member of the Ore- 


gon Leaders Round Table. 

Lee Bonnell has been appointed gen- 
eral agent of a new agency in Pano- 
rama City, Cal. He joined the compa- 
ny’s Woods agency in Los Angeles in 
1948 and was appointed district man- 
ager at Studio City in 1955. His unit’s 
production was $4.5 million last year. 
He is a former motion picture actor 
and is married to television and motion 
picture star Gale Storm. He is a life 
member of the Million Dollar Round 
Table, vice-president of San Fernando 
Life Underwriters Assn. and president 
of Sherman Oaks Kiwanis Club. 

Edward J. Sheehan has been ap- 
pointed district manager at Bellaire, 
N.Y., for the Mallon-Curran agency at 
New York. 


Republic National 


Appointed general agents are Ches- 
ter L. Webb, Webster Groves, Mo.; W. 
W. McCain, Sacramento; James E. 
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Fagan Jr., New Orleans; R. O. Del 
Mutolo, San Jose, Cal.; Robert T. 
Rankin, Portland, Ore., and Alex K. 
Bell, Hilo, Hawaii, who will be gen- 
eral agency manager of the island of 
Hawaii. < 


Occidental Of California 


W. R. Fulbright 
has been appointed 
general agent at 
Beaumont, Tex. 
He entered life 
insurance in 1952 
at Beaumont with 
South Coast Life, 
and since 1953 he 
has been general 
agent there of Rio 
Grande National 
Life W. R. Fulbright 

Appointed assistant regional group 
managers are Ralph M. Schwenker at 
St. Louis, Jack E. Nickell at Los An- 
geles, Arthur Kaye at Phoenix, and 
W. John Hoffman at Seattle. Mr. 
Schwenker joined the company in 1957 
and Mr. Nickell in 1956. Mr. Kaye has 
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Persistency Pays Provident Producers 


Good persistency pays in a number of ways. Policyholders 
keep the protection they need, the company keeps more busi- 


ness in force, and the salesman earns more money. 


The savings brought about by good persistency are shared 
with those responsible for them — the salesmen. At the 
Provident sales conference last month 45 leaders in per- 
sistency who met the necessary production requirements di- 
vided more than $30,000. This extra compensation was 


money these salesmen earned. Persistency pays cash! 


SICKNESS 
e SURGICAL e MEDICAL 
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been with Occidental since 1951 and 
Mr. Hoffman since 1956. 

Paul E. Krewer and Donald T. Knap 
joined the company as group rep- 
resentatives at Chicago and Robert T. 
Brahm and Karl W. Root Jr. become 
group representatives at San Fran- 
cisco. 


Fidelity Mutual Life 
William F. Scheerer has been named 
general agent at Atlanta to succeed 
W. Stanton Hale, who is retiring as 
general agent but becomes associate 
general agent and continues in per- 
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sonal production. Mr. Scheerer has 
been a supervisor of Massachusetts 
Mutual at Atlanta. 


Ohio State Life 


Houston G. Reese has been appoint- 
ed general agent at Louisville. 


All American L.&C. 


George E. Herpst has been appointed 
general agent at Baltimore. He en- 
tered the business eight years ago with 
New England Life. William T. Cannon 


and Ronald Hawkins have been named 
agency managers and will work with 
Mr. Herpst in developing Maryland. 


Mutual Of New York 


Irving L. Morris Jr. has been named 
head of the Boston group office. He 
entered the group business in 1955 and 
joined Mutual at Boston in 1957. 


American United 


James R. Rogers and Elmer E. Lig- 
noul have been appointed agency man- 
agers at Burlington, N.C., and Dallas, 

























VV NO TRICKS 


... Just doggone good service 
and Outstanding 
“KNOW HOW” that’s why 


REPUBLIC NATIONAL LIFE 


Insurance Company 


OFFERS 


NEW BROKERAGE 
OPPORTUNITIES 


Top Commissions e Vested Renewals 


LIFE: non-participating, participating, standard, 
substandard, ordinary and special policies, life- 
time disability, $10 per $1,000. A & S.: disability 
income, Guaranteed Renewable hospitalization 
and surgery, non-cancellable, accidental death, 
dismemberment, major medical expense. GROUP: 
pure group, small group, franchise, pension trust. 
GUARANTEED ISSUE, INSURED INSURABILITY. 


Contact Edward R. Nadalin, 


Assistant Vice President and Director of Brokerage 





REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


Dallas, Texas 


3988 N. Central Expressway 
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respectively. Mr. Rogers has been ip 
the business 11 years and Mr. Lignoy} 
12 years. 


Northwestern National 

W. G. Preston, 
manager at Great 
Falls, Mont., has 
been named man- 
ager of the White 
& Odell agency 
at Minneapolis to 
succeed A. R. Hu- 
stad, who is retir. 
ing. Harold RF 
Rose, associate 
manager at Great 
Falls, will replace 
Mr. Preston. 

Mr. Hustad has 
been manager at 
Minneapolis since 1937. Before that he 
was with Travelers there. Mr. Preston 





W. G. Preston 





A. R. Hustad 


Harold F. Rose 


has been with the company since 193] 
and became manager of his father’s 
agency upon the latter’s death in 1942, 
With Northwestern National since 1942, 
Mr. Rose became associate manager of 
the Preston agency in 1951. 


General American 


Maxwell J. 
Loose has been ap- 
pointed region- 
al group manager 
at Chicago. He has 
been with General 
American since 
1952 as_ senior 
group representa- 
tive at Chicago, 
and he has been in 
insurance since 
1941. 


Industrial Life Of Canada 


K. M. Smith has been appointed 
group manager at Toronto. 





Maxwell J. Loose 


Continental Assurance 
Harvey G. Smuckler has been ap- 
pointed manager in Milwaukee. He 
entered the life business at Chicago 





W. H. Thorne H. G. Smuckler 


in 1955 with Mutual of New York. He 
was assistant manager of that com- 
pany’s second largest production unit 
for 1958. 

Continental Assurance has appoint- 
ed William H. Thorne manager at Co- 
lumbus. Formerly assistant manager 
for Prudential at Springfield, O., he 
entered the business in 1955. Prioer t0 
that he was a newspaper reporter and 
a public relations director for the 
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Catholic Order of Foresters and for the 
Fraternal Order of Eagles. 


Mutual Benefit Life 


Robert N. Fulei- 
han has been ap- 
pointed generai 
agent at Richmond 
to succeed Paul V. 
Severin, who has 
relinquished his 
general agency 
duties to devote 
his full time to 
personal  produc- 
tion. Mr. Fuleihan 
entered the life 
business in 1954 
with Connecticut 
General at Richmond and was named 
manager at Norfolk in 1958. 

Carl G. Paffendorf has been named 
manager of a new estate planning and 
tax analysis department of the Earls 
agencya of Cincinnati. He is a lawyer 
and accountant. , 





Robert N. Fuleihan 


Lincoln National 


Thomas O. Alter has been named 
regional group manager at Miami, and 





Daniel E. Fenker ! Thomas O. Alter 


Daniel E. Fenker has been appointed 
toa similar position at Seattle. 


John Hancock 

John E. Wood, 
assistant general 
agent at Denver 
since 1956, has 
been named gen- 
eral agent at Bil- 
lings, Mont. He 
entered the life 
business in 1950 as 
a group agent with 
Continental Assur- 
ance at Chicago 
and joined John 
Hancock at Denver 

wn 8. Weed in 1954. He was 
appointed super- 
visor in 1955. 

Albert C. Adams 
Jr, has been ap- 
pointed general 
agent at Harris- 
burg. He is the son 
of Albert C. 
Adams, Philadel- 
phia general agent 
of John Hancock 
andimmediate 
past president of 
NALU. Mr. Adams 
Jr. entered the life 
business in 1952 as 
a John Hancock 
agent in Rochester, N. Y., and in 1955 
Joined his father’s agency where he 
later was named supervisor. 


MICHIGAN LIFE has appointed I. 
William Minor general agent at Kal- 
amazoo. 





aa 





Albert C. Adams Jr. 


UNION TRUST LIFE has appointed 
Jack Nelsen and his son, Barry, gen- 
eral agents at Milwaukee. 


SECURITY-CONNECTICUT LIFE 
has appointed John Heneage man- 
ager at San Francisco. He has been 


XUM 
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regional group director for western 
states of Continental Assurance. 


Equitable Of lowa 


Kenneth E. Mahan and Albert M. 
Todd have been appointed general 
agents at Washington D. C. and Peoria, 





Kenneth E. Mahan 


Albert M. Todd 


respectively. Mr. Mahan entered in- 
surance in 1954 with New York Life 
at Washington. Mr. Todd joined New 
England Life at Peoria in 1948 and 
has been agency assistant for five 
years. 





Pan-American Life 


35 cat 


Wayne L. Flick 
has been appointed 
general _ agent 
at Pittsburgh for 
Pan-American 
Life. He has been 
with Guardian 
Life since 1941 ex- 
cept for army 
service. His office 
is at 301 Fifth 
Avenue. 





Wayne L. Flick 


May Probe Mail Order Soon 


WASHINGTON—Mail order -insur- 
ance may be taken up when the Sen- 
ate anti-trust subcommittee investi- 
gating insurance resumes hearings May 
12. However, ocean marine is the main 
subject on the agenda. 

Lee Wandling, Equitable Society, 
Milwaukee, discussed agency building 
at the April meeting of Milwaukee Life 
Managers & General Agents Assn. 
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State Mutual In-Force, 
Sales In N. Y. Misstated 


State Mutual Life’s New York state 
new business and in-force for 1958 
were misstated in the tabulation on 
page 23 of the April 25 issue. The cor- 
rect figures are, ordinary, sales $34,- 
849,598, in-force $298,182,826; group, 
sales $65,175,436, in-force $194,809,193. 

These figures bring the 1958 ordi- 
nary sales total for the state to $5,785,- 
835,986 and the in-force figure to $36,- 
610,140,673. Group comes up to $2,660,- 
245,800 for sales and $22,077,245,579 in 
force. 


Indiana Leaders Elect 
J. E. Walsh President 


J. Erwin Walsh, Connecticut Mu- 
tual, Muncie, has been elected presi- 
dent of Indiana Insurance Leaders 
Club. Other officers are W. F. La- 
wall, Lincoln National, South Bend, 
vice-president; Harold O. Bull, North- 
western Mutual, Muncie, secretary, 
and Robert French, New England 
Life, Inclianapolis, treasurer. 
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AMAZING CAREFREE 
DISCOVERY? 


Instant Security! Just combine 
one prospect with the proper 


amount of insurance, and stir. 


(*With apologies to both Maxwell 
House and Pan-Am.) 
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AND ACCIDENT | 


INSURANCE COMPANY 


HOME OFFICE _NASHVILLE, TENNESSEE 








24 





LIBERTY 





HieNATIONAL UNDERWRITER 


beet 


*eeee , 


"Ser are ay 





Now...South Carolina’s 
Billion-Dollar 
Life Insurance Company 


Liberty Life now is providing a billion dollars in life 
insurance protection for individuals, families, and 
businesses in South Carolina and throughout the 
Southeast. 

More than ever before in its 54-year history, 
Liberty Life is helping to meet the insurance needs of 
this progressive region...and to provide vital capital 
support for its continued development. 


LIBERTY LIFE 


xt 


Home Office: 


Greenville, South Carolina 


INSURANCE COMPANY 




























AREAL 
NEST EGG... 


‘THE EXECuTivE 
SpECiaL! 


PREMIUMS GRADED BY SIZE 





NEW premium scale gives a 
substantial discount on larger policies. 
NEW bividend Schedule . . . issued 
from ages 10 through 70. NEW 
Low Minimum Size, now available in 
amounts from $5,000 up. NEW 
Favorable, NET COST PICTURE for 
your clients and prospects. 


UNITED LIFE AND ACCIDENT | OS 
INSURANCE COMPANY <<a = 


CONCORD, NEW HAMPSHIRE 
ESTABLISHED 1913 





Write H. V. Staehle, Jr., C.L.U., Field Management 
V. Pres., United Life, 5 White Street, Concord, N.H. 
STATES SERVED: Cal., Conn., Del., D.C., *Ind., La., 
Me., Md., Mass., *Mich., N.H., N.C., *Ohio, *Pa., 
R.I., Vt., Va. 

*General Agency Opportunities Available. 


Overseas Territories Available. 
Brokerage Opportunities Available. 





Prudential Takes One 
Of Saturday Review's 


Advertising Awards 

Prudential’s national advertising 
campaign was one of 11 to receive a 
top award in the Saturday Review 
magazine’s annual contest for distin- 
guished advertising in the public inter- 
est. The only other insurer to win an 
award was Maryland Casualty. 

Some 300 advertising campaigns 
were studied and screened in the con- 
test which included the entire area of 
national advertising during 1958. In 
the final judging, 98 campaigns were 
considered by a committee of educa- 
tors, editors, publishers, public opin- 
ion analysts, scholars, and advertising 
and public relations executives. 


Vt. Eyes A&S Exceptions 

A bill giving insured 10 days to in- 
spect A&S policies for fine print ex- 
ceptions and to return them if dissat- 
isfied has been approved by the Ver- 
mont house. Insured would be entitled 
to a refund if the policy is returned on 
time. 
State Mutual Life Finance Group 
Explores Potential Investment 
Opportunities In New Orleans 

State Mutual Life’s finance commit- 
tee, led by H. Ladd Plumley, president 
and chairman, visited New Orleans 
to explore potential investment oppor- 
tunities in the area. Assisted by the 
board of commissioners of the Port 
of New Orleans, the group inspected 
industrial sites along the Mississippi, 
and then was honored with a luncheon 
sponsored by the Hibernia Bank. Ac- 
companying the committee was Richard 
H. Wilson, vice-president of financial 
operations. 
Okla. Insurer Has In Force Gain 

United Founders Life of Oklahoma 
City increased its insurance in force 
to $26 million in 1958. Of this, $19 
million is in permanent coverage. 
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LAA Programs Field Trip 
To Printing House For D.C, 


Sales Promotion Workshop 


A field trip to the printing house of 
Judd & Detweiler and to the engraving 
firm of Lanham Co., plus three speak. 
ers have been scheduled for the sales 
promotion workshop of Life Insur. 
ance Advertisers Assn. at the Hote] 
Sheraton-Plaza in Washington, May 
17-22. 

Workshop speakers are Charles G. 
Heitzeberg, vice-president in charge 
of agencies of Mutual Benefit Life. 
Louis J. Grayson, agent of Travelers, 
and George Lohr, artist-photographer. 
Also scheduled is a project on the cre- 
ation of a comprehensive promotional 
kit. 


Howell And on Win 


Equitable Of lowa Awards 


J. M. Howell, Fort Collins, Colo, 
won the hall of honor award, and H. 
W. Ehrsam, Portland, Ore., the master 
agency builder award presented by 
Equitable Life of Iowa at the west 
coast joint production clubs regional 
convention at Los Angeles. 

Mr. Howell won his award for pre- 
eminence in production, and Mr. Ehr- 
sam for agency building. Mr. Howell 
and L. L. Day, Spokane, were pre- 
sented special awards for having paid 
for over a million last year for the first 
time. 

Officers of the Organization Club 
who were elected are H. A. Hedges, 
Kansas City, president; Mr. Ehrsanm, 
vice-president. Production Club offi- 
cers are W. H. Robbins, Kokomo, Ind, 
president; R. M. Hawley and A. F, 
Kehle, Seattle, vice-presidents; Ray 
Wernimont, Cedar Rapids, secretary. 
The Agency Club elected R. H. Bauer, 
Rockford, president; P. C. Miller, Bal- 
timore, vice-president; and W. F. Da- 
vis, Indianapolis, secretary. 


Provident Life of North Dakota has 
been licensed in Nevada. 
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* ALL AMERICAN 
* LIFE & CASUALTY COMPANY BELIEVES... * 
2 q 
“You should have policies designed to meet * 
* 
the “wants” ospects.” * 
* " te “wants” of your prospects , 


* * 
*~ we wz x & * 


Why notinvestigate NOW one of the most talked about companies in America 
and learn the startling facts about Democracy in action—through the out- 
standing contracts and policies of All American Life & Casualty Company. 





WRITE: 
Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 





PARK RIDGE, ILLINOIS 


RIC 
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. » . = complicated cases, he will have no business. 
Trip Urges Life Selling By Property Agencies difficulty selling life. n this case, Mr. Dittemore feels, 
yr D.C. Donald R. Dittemore, manager of writers,” Mr. Dittemore said. As for the agent who says he doesn’t life selling should be considered a full 
rkshop the life, accident and health depart- He pointed out that a recent survey have time to sell life, Mr. Dittemore time business and at least one man 
g house ment of Travelers, discussed life in- of thousands of insured revealed that Says any agent who wants to, can find should devote all his time to it. At 
 engravi of | surance selling by the general agent well over 50% would prefer to buy all time, because very little time is re- least one of every five insured in the 
wast sued in a talk before District of Columbia their insurance from one agent. For quired. When an agent delivers an agency’s files will buy life insurance 
r the pa Assn. of Insurance Agents and pointed this reason, and to combat the fire automobile policy, it will not take from some agent during the course of 
ite Inga t that it was better to lead the pa- and casualty companies who are go- Much time to say “I handle all of your a year, he pointed out, which indi- 
a nsur- than to follow it. ing into their field, some life compa- Other insurance but I don’t believe I cates the business potential that is 
a = where has been a noticeable trend nies are entering into the fire and have | ever checked your life insur- lying dormant. 
; among multiple line insurers to enter casualty field. ance.” The agent will be surprised at New Man May Be Needed 
Charles G. | the life field, either by forming their The picture Mr. Dittemore draws of aan pega ny me ~~ es eg —— Wy 
in charge | own life companies or purchasing es- the property agent who doesn’t sell uaa "to every cllent he sees Often it is necessary to add another 
nefit Life. | tablished ones, he said. There are at life, particularly in the future, shows ©@¢h day. man who has he training. He should 
Travelers least 59 companies or groups which him in a poor competitive position. He Help And Training Important be aes divorced from any re- 
otographer, | write all forms of coverage including is beset by property agents who are tic. Pitieiidee: tes enna sponsibility concerning fire and cas- 
on the cre. | life. _ also selling life, life agents who are a tad th fi ualty business, and should complete 
romotional There are several reasons for this selling fire and casualty, and the di- preg ae - t ptt F = , ie all training programs offered by _the 
trend, he said. Fire and casualty com- rect writers, many of which also sell aia aa a shou sea er life company represented. Mr. Ditte- 
panies see an opportunity to enter a both. What then deters the property . ee yn along! ee - tite more also suggested that since the 
Wi new field that can considerably in- agents from going into life? Mr. Ditte- pian : PERE? See 18 le man would be building a life business, 
- rease their sales, with a minimum of more feels there are two main rea- ‘ind of help and training the company an incentive program, through which 
wards difficulty and expense since they al- sons: The agent doesn’t feel he knows pe lo sey! ag f agent. The 7 he will have a continuing interest in 
lins, Colo} ready have their own agency force. enough about life, or he does not have, rca Pr Ma ne go cd on the business he brings in, would be 
rd, aan H | They feel that they can’ capitalize to a or want to expend the time. vette cme ce on effective. 
the master | larger extent on the thousands of dol- Life Not Complicated Incorporating life insurance into a = 
ssented by | lars they spend on national advertis- ; ; lonaiet. ‘dane hich h 1 hu Qeeek.: tae : 
: ing by being able to say “We sell all As for the first reason, Mr. Ditte- & ge cy whic as several men " rant acKenzie, _manager at 
; the west | ing by more says there is nothing complicated and women associated with its pre- Toronto, has won the President’s award 


9s regional 


kinds of insurance,” not “We sell all 
kinds except life.” Also, the stable loss 
ratio and earnings of the life compa- 


about the fundamentals of life selling. 
Most life sales are made on a simple, 


sents more difficult problems because 
of its tremendous potential for life 


of Canada Life for efficiency in all 
phases of management. 





f . j ; 
i oe nies are attractive compared to the single need, package basis. A man ae 
Mir. Howell | volatile loss ratios and earnings of the buys a home, = th ee and 

‘ ‘ i he is interested in buying mortgage 
were pre- | fire and casualty companies. a 

i 2 i : overage. Or he has a son and 
aving paid | Combat Direct Writers wants to guarantee him a college edu- 


for the first 


Another reason agency fire and cas- 
ualty companies are moving into the 


cation. Mr. Dittemore believes he could 
explain to an agent, in a very short 

































































“— pi life field is to combat the direct writ- time, the fundamentals of these pol- 
; an os, ers he pointed out. Only by being able icies so that he could intelligently talk 
ae a. to take care of all of insured’s needs about them to insured. There are, of 
komo Me 4 can the independent agent fully live course, more complicated cases but if 
pos "A F. up to his sélling point of providing a_ the agent chooses a life company with 
jents: he very necessary, very useful and very a simple direct training program and 
pra ; important service. “This is the only has trained, competent manpower 
# Soe way I know of to combat the direct available to assist him in the most 
Miller, Bal- 
W. F. Da- 
ACTUARIES III 
Dakota has WA N T 
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NAIC Zone Five Meeting Draws 390 


(CONTINUED FROM PAGE 15) 


ceeds Harvey Combs of Arkansas. 
Zone Five is composed of Arkansas, 
Colorado, Kansas, Nebraska, New Mex- 
ico, Oklahoma, Texas, and Wyoming. 

A large attendance of 390 registrants 
was attracted to the gathering of which 
the commissioners and their staffs 


heard a program covering future trends 
in life insurance and chances of sur- 
vival of state supervision, a new ap- 
proach to physical damage automobile 
insurance, and the impact of the Su- 


preme Court’s decision in the variable 
annuity case. The rating staffs put in 
a full day in a closed conference, ex- 
changing information on department 
policies and procedures. 

The 1960s are sure to be one of 
the most important decades of all for 
insurance, Donald F. Barnes, vice- 
president Institute of Life Insurance, 
told the commissioners as he outlined 
the many changes and innovations oc- 
curring in marketing. 


William P. Henderson, president 
Henderson Tire Co., Detroit, explained 
how automobile design and wrap 
around windshields contribute to high 
repair costs and resulting high losses 
for insurance companies. Using sev- 
eral charts, he illustrated how soaring 
costs of auto repairs can be reduced 
by redesign of such things as rear car 
panels and other car units. Predicting 
that the big three car makers will 
bring low cost car models with sim- 
plicity of design, engineering, styling, 
and manufacturing, all of which will 
lead to lower insurance claim costs, 









= PLANNED 
PROGRESS 
SERIES... 


e Reduced rates — “‘double discounts” for women. 


e Insured Insurability rider for clients 37 and under with 
right to purchase permanent insurance. 


e New, lower gross premiums for Ordinary Life and Life 


Paid-Up at 85. 


e New Level Term riders with attractive conversion 


privileges. 


e New, streamlined policy form includes — Reduced loan 
interest rate to 5% — Refund of premiums paid beyond 
policy month of death — Beneficiary may repay policy 


loan after death of insured. 


Go Places With The Company That’s Going Places 


Shenandoah Life 


SALES OPENERS 


in Shenandoah Life’s 


e Premiums now graded by policy size. 
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he urged that these cars be treate 
fairly by giving them special lowe 
physical damage rates. “To make q 
plus profit on them would be a ter. 
rible mistake and would treat unfairly 
the small car buyer who seeks econ. 
omy,” he said. 

The variable annuity is a funda. 
mental development of life insurance 
not a “gimmick,” and is here to stay, 
Prof. Harold A. Dulan, head of the 
department of finance at the University 
of Arkansas, advised the commission. 
ers. Prof. Dulan, who also is president 
and chairman of Participating Annuity 
Life of Arkansas, reviewed the ma. 
jority and dissenting opinions of the 
Supreme Court and discussed how the 
securities act of 1933 and the invest. 
ment company act of 1940 might bear 
on companies issuing variable annuity 
contracts. : 

The variable annuity is a funda. 
mental instrument of insurance now 
necessary because of built-in inflg. 
tionary factors in the economy, he 
said. Congress still has power to mold 
the situation into whatever regulatory 
pattern it desires. He declared the 
two basic issues are: (1) Variable an- 
nuity companies must be regarded as 
life insurance companies, and (2) 
there must be equity in tax treatment 
of these contracts. A long question 
and answer period followed Prof Du- 
lan’s remarks with many questions 
coming from the commissioners. 


Winthrop Rockefeller Speaks 


At a luncheon, the audience heard 
Winthrop E. Rockefeller, chairman 
Arkansas Industrial & Development 
Commission, describe Arkansas’ steps 
in creating 30,000 new industrial jobs 
in four years by attracting several 
hundred new industries whose plant 
investment runs into the hundreds of 
millions. 

As the convention opened, Lt.-Gov. 
Gordon, in absence of Gov. Faubus, 
extended the state’s official welcome 
and, in a later ceremony, officially ap- 
pointed each visiting commissioner an 
“Arkansas Traveler,” the state’s hon- 
orary award for visiting dignitaries. 
At the banquet, the .commissioners 
heard the popular humorist, Tom Col- 
lins, Kansas City. Commissioner Combs 
was presented with a bronze plaque 
by the industry in Arkansas for his 
leadership and work in the drafting 
and passage of the state’s new insur- 
ance code which goes into effect on 
Jan. 1, 1960. 


Arthur F. Priebe, agent of Penn 
Mutual at Rockford, IIl., will be the 
speaker at the luncheon of Boston Life 
Underwriters Assn., in the New Eng- 
land Life Charter Room, May 14. Mr. 
Priebe’s subject will be “My Five 
Favorite Fears—Prospecting, Presen- 
tations, Rated Cases, Competition and 
Closing.” 


| Service Guide » 


ACTUARIAL COMPUTING 
SERVICE, INC. 
1389 Peachtree Street, 
N.E., Atlanta 8, Georgia, 
P.O. Box 6192. Telephone 
TRinity 5-6727. 


























CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 


RALPH F. COLTON 
30 N. LaSalle St. Chicage 2, It. 
Financial 6-8792 
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Year Of Decision Ahead For HIA 


LIFE INSURANCE EDITION 





Today's Challenge 
The Beginning Or 
The End: Wallace 


Change Voluntarily, Be 
Forced To Change, Or Lose 
A&S Business, He Warns 


“Today our business is faced with 
its greatest challenge and its greatest 
opportunity. For 
us, it is just the 
beginning—or, if 
we falter, it is the 
beginning of the 
end.” 

That was the 
way President 
Travis T. Wallace 
of Great American 
Reserve concluded 
his report as pres- 
ident of Health In- 
surance Assn. of 
America at the 
annual meeting in Philadelphia. 

Mr. Wallace said that under today’s 
conditions, even though the A&S in- 
dustry does the job that it should, “no 
man can say with certainty that the 
government won’t take over the health 
insurance business but if we don’t do 
the job, it can be said with certainty 
that the government will take over 
our business.” ; 





Travis T. Wallace 


Tone Is Mainly Hopeful 


In spite of these realistic warnings, 
however, Mr. Wallace took a predom- 
inantly hopeful point of view in his 
talk. He praised the industry’s all-out 
response to HIA’s recommendations of 
last Dec. 8. 

“I have never been so proud to be 
a part of this industry as I am today,” 
he said. 

“I am happy to tell you that while 
no company-by-company survey has 
yet been completed, it seems apparent 
to me from letters and personal con- 
tacts that many, if not most of the 
companies have already adopted some 
if not all of the recommendations. 

“Many additional companies are now 
issuing and vigorously pushing the sale 
of health insurance to senior citizens 
on a guaranteed renewable-for-life 
basis. Those previously offering such 
coverage are now more aggressively 
pushing its sale. 


Progress On Group 


“In the group field it appears that 
continuance of coverage or conversion 
is being offered by more and more 
companies and is being pushed. Addi- 
tional ccmpanies are writing and push- 
ing guaranteed renewable for life pol- 
icies for adults. 

“Happily, additional companies are, 
on their old business, voluntarily re- 
stricting their right of non-renewal for 
deterioration of health after issue. 
“Many fine companies are engaging 
m very hopeful new or broadened ex- 
periments for covering the aged 
through individual policies regardless 
of the condition of their health and 
after a short waiting period covering 
even pre-existing diseases.” 

Mr. Wallace said that in spite of 
the fine response to the HIA recom- 

(CONTINUED ON PAGE 33) 





New HIA Officers 





‘the new HIA team of officers pose for their first group pic.ure at the 
meeting in Philadelphia. From left, Millard M. Bartels, chairman insurance 
executive committee of Travelers, HIA vice-president; V. J. Skutt, president 
Mutual of Omaha, HIA president; Dutton Stahl, president and secretary Iowa 
State Travelers Mutual, reelected secretary; and Leslie P. Hemry, senior vice- 
president American Mutual Liability, chairman of the public relations com- 


mittee. 





Neal, In Annual Report, Says A&S 
Industry Proved It Can Do The Job 


The health insurance business has 
exhibited “very satisfactory signs of 
progress” in meet- 
ing the challenge 
of proving that the 
voluntary system 
of health coverage 
can do the job for 
the American peo- 
ple, Robert R. 
Neal, general man- 
ager of Health In- 
surance Assn., told 
HIA in his annual 
report at the meet- 
ing in Philadel- 
phia. 

During 1958, for example, Mr. Neal 
said that Health Insurance Institute 
reports health insurance beneficiaries 
received payments of more than $2.6 
billion, an increase of over 8.3%. 
There are 70 million persons covered 
by insurance company health policies, 
more than half of the estimated total 
of 121 million Americans who have 
some form of health coverage through 
all insuring organizations. 

Also, as this effects HIA, the 275 
companies of the association write 80% 
of the A&S business written by insur- 
ance companies. 


An Even Better Job 


Mr. Neal suggested that this prog- 
ress “should do no more than to stim- 
ulate us to do an even better job.” 

After first voicing the pessimistic 
note that there continues in America a 
trend toward further liberalism in 
social matters, Mr. Neal added, how- 
ever, “There are signs, though not yet 
a recognizable trend, that increased 
cost of social projects through taxation 
is being felt by the individual citizen. 
This will be tested by the extent to 
which programs that require taxation 
gain or lose favor as election issues 
next year.” 

He said there was a continuing need 
to see that those who support the ten- 
ets of private enterprise and the vol- 
untary system are backed as possible 
candidates. 

Mr. Neal also reported that the 
health insurance business has shown 


Robert R. Neal 


decided progress during the past year 
in providing and continuing coverage 
for the physically impaired risk; of 
providing hospital and medical expense 
coverage after retirement, and of de- 
termining a satisfactory and generally 
acceptable solution to the continuance 
of coverage. 

In the field of HIA growth, Mr. Neal 
said that 19 companies have joined the 
association in the past year. 

Much of Mr. Neal’s report consisted 
of a detailed review of legislative de- 
velopments, HIA company relations, 
information and research projects, and 
public relations. But before going on 
to this, he said, “More and better cov- 
erages are available to the American 
people. Particularly is this true in 
the area of comprehensive and major 
medical insurance. We are standing 
at the threshold of the solution of im- 
portant problems of medical economics. 

“Medicine is providing aggressive 
leadership towards this end through 
experimental programs such as those 
in effect in San Joaquin County and 
Long Beach, Cal., where physicians 
have bound themselves to abide by an 
agreement which in effect announces 
to the public the price of service, ir- 
respective of to whom rendered or by 
whom paid. 

“The foremost problem of the day is 
the cost of health care. It must be 
faced squarely by those who provide 
service and there must be recognition 
of the third party interest which un- 
derwrites that cost. In a number of 
instances, local medical societies are 
leading the way to elimination of crit- 
icism of part of the cost, i.e., the doc- 
tor’s fee, by applying a dollar con- 
version factor to relative value sched- 
ules. Through this avenue they remove 
part of the mystery of the cost of 
health care and preserve the tenets 
on which the practice of medicine is 
based in this country. 

“Medicine has recognized that vol- 
untary health insurance is the sound 
and practical device for financing 
health care costs within the structure 
of private enterprise. We share with 
medicine the joint responsibility of its 
successful operation.” 
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Forand Bill Threat 
Pervades Annual 
At Philadelphia 


V. J. Skutt Is Elected 
President; Registration 
For Session Tops 325 


By WILLIAM MACFARLANE 


PHILADELPHIA—This is Health 
Insurance Assn.’s year of decision. 
Either it is successful in its fight 
against the Forand bill, or similar 
measures now pending in Congress to 
write the federal government into the 
A&S field, between now and the 
opening of the 1960 election campaign, 
or it and the A&S industry for which 
it speaks will be all but out of business. 

This was the all-pervading theme 
which dominated the proceedings at 
HIA’s annual meeting, which was 
attended by more than 325 members 
here this week. Threat of a Forand- 
type bill’s passage either this year or 
during the first months of the 1960 
session congress was noted by spokes- 
men from the business and the associ- 
ation, panelists, guest speakers from 
outside the industry and HIA mem- 
bers speaking only for themselves. 
Each one voiced the general concern 
over what the legislation could mean 
for the business, adding his suggestion 
of what could be done to block it in the 
little time left to the association and 
its members. 


Wallace Highlights Problems 


HIA President Travis T. Wallace, 
president of Great American Reserve, 
in his address put his finger on the 
general awareness of the all-too seri- 
ous problem which was on virtually 
everybody’s lips and mind. After a 
comprehensive review of what the 





OFFICERS ELECTED 


President: V. J. Skutt, president and 
chairman of Mutual of Omaha. 

Vice-president: Millard M. Bartels, 
chairman of insurance executive com- 
mittee of Travelers. 

Secretary reelected: Dutton Stahl, 
president and secretary of Iowa State 
Travelers Mutual. 

Chairman of the public relations 
committee: Leslie P. Hemry, senior 
vice-president of American Mutual Li- 
ability. 

New directors are Henry S. Beers, 
president of Aetna Life; Ardell T. Ev- 
erett, 2nd vice-president of Prudential; 
J. W. Joanis, vice-president and gen- 
eral counsel of Hardware Mutual Cas- 
ualty; J. C. Higdon, president of Busi- 
nes Men’s Assurance; and William R. 
Shands, vice-president and general 
counsel of Life of Virginia. 





industry could do in the way of im- 
proving coverage for the over-65 age 
group, Mr. Wallace laid it on the line: 
“One of three things must happen— 
and soon: (1) The industry will volun- 
tarily do these things or (2) the 
industry will be forced to do these 
things or (3) the industry will soon 
be out or substantially out of. the 
health insurance business.” 

Mr. Wallace concluded his speech 
with this ominous, yet hopeful note— 
even though the A&S industry does 

(CONTINUED ON PAGE 35) 
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Photographed at the reception given by Health Insurance Assn. Sunday 
on the eve of association’s annual meeting at Philadelphia. All idenifica- 


tions are from left to right. 


A trio of Roberts 

get together at the 

reception: Robert 

E. Ryan, Royal- 

Globe, Robert R. f 

ae goa Milton A. Ellis, Metropolitan Life, Leslie P. Hemry, American Mutual Lia- 

Robert G. Ward, bility, Joseph F. Murphy, America Fore Loyalty, James B. Hallett, Travelers, 

Provident Mutual. Mr. Hemry is HIA’s new public relations committee chairman; Mr. Murphy 
oe is chairman of the legislative committee, and Mr. Hallett is chairman of the 

Connecticut legislative committee. 











Alfred B. Hvale, retired assistant 
Rudy J. Kohlruss, Old Line Life, and secretary of Continental Casualty and 
Vernon Fyke, Postal Life & Casualty, former HIA membership committee 
at the reception which unofficially chairman, renews old acquaintances 
started annual meeting. with Dutton Stahl, Iowa State Travelers 
Mutual and secretary of HIA, at the 

HIA reception. 


C. Manton Eddy, Connecticut General, a director of HIA; Mrs. Faulkner; 
E. J. Faulkner, Woodmen Accident & Life; and Millard M. Bartels, Travelers, 
newly elected HIA vice-president. 


Frederick W. 
Jackson, director 
of company rela- 
tions of HIA, con- 
fers with V. J. 
Skutt, Mutual of 
Omaha, newly 
elected president 
of the association. 
James R. Williams, 
vice-president of 
Health Insuranc2 
Institute, is at 
right. 





ee 


Paul M. Hawkins, HIA counsel, is joined at the reception by Carol Mabry, 
Mr. Hawkins’ secretary; Fred W. Clark, Lincoln National Life; Mrs. Hawkins; 
and Samuel Klein, HIA press information service. 


Travis T. Wal- 
lace, president of 
Great American 
Reserve and retir- 
ing HIA president, 
with Mrs. Wallace 
and Paul Schneid- 
er, Mutual of Oma- 
ha. 


Donald G. Parker, General Reinsurance, and Edmund A. Smith, Peerless, 
with Mrs. Follmann and Joseph F. Follmann Jr., HIA director of information 
and research. 
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Ellis Explores Gaps 
In State Regulation 
Of A&S Insurance 


Milton A. Ellis, 3rd vice-president of 
Metropolitan Life, in his portion of the 
el, “The Impact of Government on 
Health Insurance,” at the HIA meeting 
in Philadelphia, said that although 
1959 has seen its share of legislative 
proposals regulating the A&S business 
on the state level, none appear to be of 
earthshaking consequence. There are, 
however, several noticeable gaps, he 
said, and if state supervision is to 
continue doing its job, these problems 
will have to be solved. In his remarks, 
which appear below in condensed form, 
he discusses some of the problems. 

All of us favor—or at least we main- 
tain we favor—state supervision over 
federal supervision (or, as I am con- 
vinced would be more likely to evolve, 
dual supervision). But let us recall 
some straws in the wind. 

Gov. Robert B. Meyner of New 
Jersey quoted with approval (in 
speaking at the LIAMA annual meet- 
ing last December) statements by 
Professors Edwin W. Patterson and 
Noel T. Dowling of Columbia Univer- 
sity to the effect that the insurance 
business would be well advised to seek 
the most effective combination of fed- 
eral and state supervision to best pro- 
tect the public interest. Again, just last 
March, Trustee Paul R. Green told 
NALU that federal regulation was 
needed because state regulation has 
been doing an inadequate job in many 
instances. So let us look at some of the 
problems. 


Bright Page In Supervision 


Members of industry and state super- 
visory people alike take deserved pride 
in the success of the uniform indivi- 
dual A&S policy provisions law. It is 
indeed a bright page in state super- 
vision and in industry cooperation. 

However, it is now almost 10 years 
since it was adopted, and its begin- 
nings in 1947 go back before major 
medical, comprehensive and_ other 
new developments in our rapidly 
changing business. The uniform law 
needs overhauling and two _ points 
especially come to mind—overinsur- 
ance, especially duplicate coverage, 
and renewal rights. In the _ public 
interest, let’s get moving on this, both 
on the industry and on the supervisory 
sides of the aisle. 

Policy approval activity is a neces- 
sary function and not a complete waste 
of time, as occasionally suggested by 
some industry people. Neither is it, on 
the other hand, a contest to see how 
many changes can be made to stick, 
as seems to be the attitude of a few 
policy examiners. Occasional letters I 
have seen arguing minor points of 
trivia and of no interest to policy- 
holders can only be construed as mis- 
guided zeal. But we must remember 
that industry has its fly speckers too! 


Instantaneous Approval Pushed 


On the one hand, industry attempts 
to push instantaneous approvals by 
Msurance departments after a long 
Period of study by the company and, 
on the other hand, extensive and 
inexcusable delays in some policy bur- 
eaus—both are contrary to the public 
800d. One state recently made a com- 
Plete mockery of its approval laws by 
Voiding the 30-day deemer clause 
through a regulation of doubtful legal- 
ity; others do the same thing, however, 
by finding a non-existent flaw in the 


| forms. 


In another state, a few laws affect- 
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ing policy forms raised such an 
extended discussion between industry 
and supervisory people that many felt 
the period of over 15 months between 
passage and effective date was insuf- 
ficient and should be extended six 
more months by a second enactment. 
These situations harm state regulation. 


Much Study Needed 


Whether zone or NAIC policy ap- 
proval units would prove effective 
needs much study, because differing 
policy requirements covering special 
state interests illustrate the value of 
state supervision and should not be 
submerged. But I urge each state 
policy approval unit to give more 
recognition to home state review, to 
avoid duplication of effort, to concen- 
trate on their special requirements and 
their domestic company filings, and 
thus to speed up approvals. 

I suggest we encourage a uniform 
30-day deemer statute with a clear 
provision for subsequent disapproval 
in those states that do not have such 
a law. 

Recognition must also be given to 
the fact that some delays are explained 
by insufficient money for policy ap- 
proval work. Industry should urge 
appropriate use of premium taxes for 
insurance department functions. Final- 
ly, if I have seemed unduly critical 
in this area, it is only because on policy 
approvals, more than on any other 
point, have I heard the cry “I’d prefer 
federal regulation to this type of 
treatment!” 

I realize the provision that policy 

(CONTINUED ON PAGE 32) 
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NAIC Model Credit Bill Off To Flying 
Start, John P. Hanna Reports To HIA 


Although the National Assn. of In- 
surance Commissioners’ model credit 
insurance bill was adopted by NAIC 
only last December, the bill has already 
been introduced in 23 states and the 
District of Columbia, and this year so 
far seven states have enacted it into 
law. In three other states slightly dif- 
ferent versions were enacted during 
1957 and 1958. 

These are the surprising results 
John P. Hanna, HIA general counsel, 
reported to the HIA meeting in Phila- 
delphia. Mr. Hanna appeared as a 
member of the panel, “The Impact of 
Government on Health Insurance.’ 


Always Subject To Law 


Mr. Hanna said that it should be 
remembered that credit insurance has 
always been subject to the laws and 
regulations applicable to life and A&S 
insurance generally, but that the gen- 
eral acceptance of the NAIC model 
has been much better than anticipated. 
He also predicted that other states can 
be expected to enact the bill before the 
current legislative year is over. 

He noted that the record of accept- 
ance is even more impressive when 
one realizes the many substantial dif- 
ferences of opinion among the various 
departments and insurance companies 
during the time when the model bill 
was being considered. 

“Since most companies are licensed 
in one or more states where the credit 
insurance law or regulation is effec- 


tive, the industry pattern already 
has been changed and to a great ex- 
tent established in accordance with 
the requirements of the model bill,” 
Mr. Hanna said. 

In other sections of his panel ad- 
dress, Mr. Hanna discussed continua- 
tion of coverage and overinsurance 
and duplication. Noting that there has 
been some state legislation affecting 
continuation of coverage, notably in 
New York, Mr. Hanna voiced the hope 
that individual companies will continue 
to experiment with new and better 
coverages with an eye towards improv- 
ing the continuation provisions. 

The optional provisions in the 1950 
uniform individual A&S policy pro- 
visions law have not been of any sub- 
stantial assistance, he said. The pro- 
visions are extremely long and _ in- 
volved and actually do not prevent 
Overinsurance when they are used. 
The provisions, designed for individual 
policies, have little bearing on group 
coverage, the field where the greatest 
problems arise, particularly group ma- 
jor medical coverages. Here, legislators 
are faced with the almost insurmount- 
able difficulty of defining the cover- 
ages to be taken into consideration, 
and because of the difficulty in con- 
tributory group cases, of devising an 
equitable and acceptable method of 
prorating premiums. 

However, Mr. Hanna predicted, there 
may come a time when legislators will 
realize the evils of overinsurance. 





LIFE 
ACCIDENT AND HEALTH 
HOSPITALIZATION 


A 
PHENOMENAL 
RECORD 


UNITED INSURANCE COMPANY OF AMERICA 


The Fastest Growing Company of Its Kind in America 





1958 INCOME 
$78,209,980 


1958 Life Insurance 
In Force 
$658,157,394 





1957 INCOME 
$68,663,782 


1957 Life Insurance 
In Force 
$645,036,963 





1956 INCOME 
$60,647,474 


1956 Life Insurance 
In Force 
$517,513,247 





1955 INCOME 
$53,209,252 


1955 Life Insurance 
In Force 
$480,492,046 





1954 INCOME 
$44,767,528 


1954 Life Insurance 
In Force 
$432,782,517 





1953 INCOME 
$38,390,145 


1953 Life Insurance 
In Force 
$357,303,971 








UNITED HAS MORE THAN DOUBLED ITS ANNUAL INCOME DURING THE LAST FIVE YEARS 
AND HAS PRACTICALLY DOUBLED ITS LIFE INSURANCE IN FORCE 


UNITE with UNITED 


1313 SOUTH MICHIGAN AVENUE 


CHICAGO 5, ILLINOIS 
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enter our 


. 5 year 


~ of service 


The Company's growth is reflected in these figures which have 
been taken from our 1958 financial statement: 





LIFE INSURANCE IN FORCE............ up $23,031,756 to $202,496,439 
MIP MIMAIIND. 5 56050 bs ss ccevences ce .Up $706,080.25 to $9,257,199.36 
RENO) sce evans ce ceotnsesss ..... UP $2,944,792.54 to $16,802,069.01 


An unusually satisfactory return of 4.60% has been realized on the investments 
of Great American Reserve Insurance Company. 


GROWTH HIGHLIGHTS OF THE PAST 10 YEARS 


1948 1953 1958 
Life Insurance in Force. . $33,383,396.00 $86,274,925.00 $202,496,439.00 
Total Income $ 2,515,694.19 $ 5,491,997.42 $ 9,257,199.36 
Assets $ 2,482,967.86 $ 6,556,749.36 $ 16,802,069.01 
Benefits Paid to Policyowners and Beneficiaries. . . . . $ 26,048,038.18 


we have $128.12 in assets for each $100.00 of obligations 








TRAVIS T. WALLACE 
PRESIDENT 





: : ; 
GREAT AMERICAN A.Z44, 
GREAT AMERICAN RESERVE INSURANCE COMPANY 
TRAVIS T. WALLACE President 





JEMEAT AME MICaN OF DALLAS 


9A 


LIFE INSURANCE eo 
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There is a WORLD of Difference 


As no two snowflakes are exactly alike 
there is a distinction among insurance companies. 


When you represent World Insurance 
Company you have a complete line of personal 
insurance protection to offer your prospects. 


Life, Accident & Sickness 
Medical-Surgical 
Hospitalization 


Non-Cancelable, Guaranteed 
and Optional Renewable 
Contracts 


For individuals, families, 
groups and franchises 


Write R. E. Keeling, Agency Vice President 

WORLD INSURANCE COMPANY 

Home Office 203 So. 18 St. 
Omaha 1, Nebraska 














HeNATIONAL UNDERWRITER 


Arnold Brown Tells 
Of Health Council's 
Progess In Cal. 


The continued success of Health 
Insurance Council’s grass-roots pro- 
gram to improve relations between 
medical and hospital groups and the 
health insurance industry depends 
largely on the council’s state commit- 
tees. In his section of the council’s 
panel at the HIA meeting in Phila- 
delphia, Arnold B. Brown, 3rd vice- 
President of Metropolitan Life and the 
chairman of the council’s California 
committee, told of the progress of his 
committee over the past several years. 
An abbreviated version of his speech 
appears below. 


Our first main effort in California 
was with the hospital admissions plan. 
A plan was first developed in the San 
Francisco Bay area covering some 40 
hospitals, and the first plan was the 
one previously established in Chicago. 
Under this plan, the hospital was given 
a box of cards containing the various 
group insured plans and benefits in 
the area so that an individual seeking 
admission into a hospital merely men- 
tioned the insured group plan and the 
admission clerk had all the information 
readily available. 

This plan is rather cumbersome and 
in an area the size of the San Francisco 
Bay area and with the number of group 
insured plans, the work involved of 
supplying the hospitals with new cards, 
etc., became exceedingly great and 
expensive. As we developed admis- 
sions plans in the other areas of Cali- 
fornia, we changed to the plan then 
established in New Jersey, under 
which the employe brings a form to 
the hospital certified by the employer 
as to the insured benefits. This is 
known as the HAP-5 form. This plan 
is more flexible and when the other 
areas in California adopted this sys- 
tem, the San Francisco plan was 
changed to the New Jersey plan so 
that the whole state would be on a 
consistent basis. 


Change-Over Causes Difficulties 


This change-over caused consider- 
able difficulty and confusion in the 
Bay area since the employes had be- 
come accustomed to the card box 
system and since we had many multi- 
ple employer groups in this area which 
were controlled by the unions or 
trustees, an insured employe had diffi- 
culty getting a certified form. After 
considerable discussion it was decided 
to maintain the card box system for 
some 200 multiple-employer groups. 

Of course, in setting up these ad- 
missions plans many problems arose. 
The first main problem and the most 
serious was that the accounts receiva- 
ble in the hospitals immediately in- 
creased since there was a considerable 
delay in receiving the payments from 
the insurance companies. Other dis- 
putes soon arose between the hospitals 
and the insurance companies as to 
certification of coverage, as to recur- 
rent illnesses, as to the necessity of 
completing other forms, and also as to 
the delay in certain claim payments. 


Troublesome Spot Noted 


A troublesome spot in the admis- 
sions plan is in the delayed payment 
of claims. These claims are delayed 
for various reasons and we have, both 
in northern California and in southern 
California, set up a complaint pro- 
cedure under which hospital claims 
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Skutt Well-Equipped 
To Head HIA During | * 
Troubled Year Ahead 


V. J. Skutt, the newly elected preg. 
dent of HIA, has been characterized by 
his health insyy. 
ance associates a 
“businesslike ang 
serious - minded,” 


two personality 
traits which make 
him extremely 





well-equipped for 
the job of manning 
the helm during 
the months which 





lie ahead for the Cou 

association and its Ins 

‘ei members. iy 

oe A _ silver-gray- 

haired, handsome individual with q]} S*' 
neat trim build, Mr. Skutt is president | °™ 
and chairman of Mutual of Omaha and | ° 
president of its life affiliate companion | ‘¢ 
Life. = 


He takes over the job as head of 
HIA from Travis T. Wallace, president 
of Great American Reserve, with whom 
Mr. Skutt, as HIA_ vice-president, 
helped guide the association for the 
past year. 


Joins Father’s Agency 


Mr. Skutt began his insurance ca- 
reer as an agent in his father’s Equi- 
table Society agency at Deadwood, 
S.D. In 1924 he joined the legal de- 
partment of Mutual of Omaha, and 
became legal counsel for the south- 
western division at Dallas in 1926. In 
1930 he returned to the home office 
and five years later was elected a vice- 
president of United Benefit Life in 
connection with the reinsurance of 
American Life of Colorado and Cedar 
Rapids Life. 

He was elected a director and ex- 
ecutive vice-president in 1947, presi- 
dent in 1949 and chairman in 1953. 
He has been president and a director 
of Companion Life since its forma- 
tion in 1949. 

At the annual meeting of Interna- 
tional Assn. of A&H Underwriters in 
1950, he received the Harold R. Gor- 
don memorial award as health and 
accident man of the year. Mr. Skutt 
also was awarded the Omaha B'nai 
Brith Americanism citation in 1957 
and an honorary doctor of laws degree 
from Omaha University in 1958. 





that are unpaid for 30 days are reported 
by the hospital to the chairman of the 
hospital relations committee in that 
area, and he, in turn, contacts the 
company involved. If the case is not 
satisfactorily settled within 60 days, 
it is referred to Health Insurance 
Council. 

The California committee has had 
good relationships with the California 
Medical Assn. and we have had audi- 
ences with the commission on medical 
services of that association on our 
respective problems. These discussions 
centered generally around fee sched- 
ules, uniform claim forms and related 
subjects. We, in our discussions with 
the medical association on the question 
of fee schedules, have always taken the 
stand that the insurance companies 
should not in any way attempt to set 
or control the fees or activities of the 
medical profession and, at the same 
time, the medical profession should 
not interfere with the insurance com- 
panies’ underwriting. 
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inped Urges Insurance Men To Help Hospitals 
1 2 = a s a eo 
PPed | resolve Their Financial Difficulties 
° 
pring The hope that members of Health may be at stake,” he said. 
Insurance Assn. will become active on “Somehow we must find the means 
hospital boards, in to inform physicians as to the econom- 
\ ead hospital councils jes of insurance and health care. Only 
and in state and through constant contacts and meet- | 
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with PAUL REVERE 


At Paul Revere FORWARD symbolizes much .. . 
growth ... attitude... spirit... a feeling of team- 
work. For Paul Revere field underwriters enjoy the 
full support of a broad and well-integrated recogni- 
tion and service program... a program designed 
to further their individual success: 


* attractive financial incentives 
* competitive policy plans; outstanding claim 
service 
¢ progressive coordinated training 
¢ modern, practical promotion program 
.. only a few of the reasons why career underwriters 


are attracted to Paul Revere as a company interested 


in their personal progress. 


The PAUL REVERE 
Life Insurance Company 


WORCESTER © MASSACHUSETTS 


Non-cancellable Accident and Sickness ¢ Hospitalization e¢ Life ¢ Group 

















JUST PLAIN HONEST INSURANCE 


Fifty- our Years of Successful Service 


in 


SICKNESS —ACCIDENT— HOSPITAL & 
SURGICAL INSURANCE FOR MEN IN 
PREFERRED OCCUPATIONS 


MINNESOTA COMMERCIAL MEN'S ASSN. 


PAUL CLEMENT, President 


2550 Pillsbury Avenue Minneapolis 4, Minn. 








HteNATIONAL UNDERWRITER. 


May 9, 1959 


Explores Gaps In A&S State Regulation 


(CONTINUED FROM PAGE 29) 


benefits must not be unreasonable in 
relation to premiums was designed as 
a police power to “drive the burglars 
out of the business.” Clearly, it is not 
rate regulation as this term applies to 
fire and casualty insurance. But it is 
rate regulation nevertheless of a dif- 
ferent form. 

It prohibits the burglar’s rates. Hav- 
ing done this, may it not then use “the 
same criteria,” as Lee M. Gammill of 
New York Life suggested a few years 
ago, “for effecting nicer refinements” 
aimed at petty larceny? Therefore, if 
loss ratios as a guide are to be con- 
demned by the industry as inadequate 
“bench marks,” other criteria ought to 
be proposed as alternates, and this 
has not been done. 

Credit A&S insurance, just as credit 
life insurance, has been _ justifiably 
criticized in recent years. For the good 
of the public, regulations and laws 
have been adopted which are clearly 
intended to have the effect of con- 
trolling rates, and this is an area under 
close scrutiny by federal authorities. 


Countersignature And Licensing 


In reviewing the rough ones, let us 
not overlook countersignature and 
licensing problems. Recently, one state 
considered requiring the licensing of 
lenders, employers, unions and others 
who enroll individuals under group 
insurance and also under individual 
credit insurance. Arguments both pro 
and con have merit. But above all is 
the public good. If, in the interest of 
effectively and widely distributing 
group insurance, licenses should not 
be required of lenders and employers, 
then great care must be taken to see 
that the public understands what it 
is purchasing and has available the 
advice of licensed men and insurers 
responsible to the state regulatory 
authorities. If the public receives in- 
correct information about insurance, 
full responsibility must be placed 
squarely on a licensed person or firm 
if state supervision is to work. If 
lenders and employers are not to be 
licensed, their insurance activities 
must be the responsibility of the writ- 
ing agent and his company. 

As for group and mail-order extra- 
territorial questions, here lie some 
grave questions many of us_ wish 
would just quietly go away. But they 


won’t and the foremost principle | 
believe we must admit if we believe 
in state supervision is this: The citj. 
zens of state A have a right to look 
to the commissioner of state A fo, 
protection on insurance matters; they 
should not be told they receive thejp 
protection only from the commissioner 
of state B. 

Many of the group insurance rough. 
er problems are in the life insurance 
field, but some involve A&S as well, 
If the business is to prosper and grow, 
we must not be forced to Balkanize 
our group policies by splitting them up 
into little state contracts. Each state 
must look with sympathy on the re. 
quirements of its sister states where 
the policies may be issued. 


No One Completely 
Happy With Union 
Fund Disclosure Act 


Paul M. Hawkins, counsel of Health 
Insurance Assn., in his section of the 
panel, “The Impact of Government on 
Health Insurance, at the HIA’s an- 
nual meeting in Philadelphia, said that 
no one—management, labor, the US, 
Labor Department or federal legislators 
—is completely satisfied with the fed- 
eral disclosure act. 

As of April 20, approximately 150- 
000 plans have been filed with the la- 
bor department, and early estimates 
indicate that there probably will be 
250,000 plans subject to registration. 
Since each form contains five copies, 
the net result for the department is 
the handling of 1,250,000 pieces of pa- 
per on this act alone. Further, the de- 
partment receives on an average of 
350 letters per week requesting legal 
opinions on the act, which means ad- 
ditional paperwork to an unmanage- 
able degree. 

Congressional action on improving or 
changing the act, Mr. Hawkins said, 
could not be anticipated this year for 
two reasons—too little experience has 
been obtained from operation of the 
act so far to soundly appraise any pro- 
posed amendments, and Congress is 
not inclined to open up the subject this 
year. However, Mr. Hawkins warned, 
when they do, “we can be sure there 
will be fireworks.” 





details, contact our nearest 


Office. 


ORGANIZED 165! 





EMPLOYEE HEALTH BENEFITS 


are a special feature of the new 
MASSACHUSETTS MUTUAL 
“EMPLOYEE SECURITY PLAN” 


now available to groups of 10-24 employees. For complete 


Massachusetis Mutual 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


General Agency or Group 
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Wallace Stresses Today’s Challenge 


(CONTINUED FROM PAGE 27) 


mendations, ‘“‘we must remember that 
we are not out of the woods. Our en- 
thusiastic efforts must continue and 
increase.” 

He said that all companies that have 
not yet adopted these recommendations 
should do so as soon as is practical 
and prudent for them to do it. The 
life and casualty companies not yet 
writing A&S insurance should give it 
their immediate consideration: ‘“We 
need you and the time is now. The 
great life and casualty companies that 
are not yet in the A&S business could 
well make the difference we need.” 


Age Problem Is Twofold 


Discussing insurance coverage for 
older persons, Mr. Wallace said it 
should be pointed out that the problem 
is twofold. One part is the problem 
covering those who are.already 65 and 
the other is the post-65 coverage that 
will be needed by those who are now 
below that age. He referred to studies 
showing that only 39% of those over 
65 are insured, and mentioned the New 
York department’s 1957 study showing 
that 80% of all individual policies are 
not issued after age 65. Other studies 
at that time indicated that many com- 
panies do not write any health cover- 
age at all after age 65. 

As to the continuing coverage on 
those who still are below 65, he said 
many individual policies for health 
care, both cancellable and non-cancel- 
lable, terminate at a certain age, usu- 
ally 65, and where no such age limit 
is set then the cancellable policy cov- 
erage usually stops at a certain age by 
company practice. The New York study 
found that only 1% of policies were 
guaranteed renewable for life. 

“So it may safely be said, in the 
individual and group field in the past, 
we were doing little to assure health 
coverage to those who will be 65,” Mr. 
Wallace said. “An individual company 
may have a choice as to whether it 
writes old people and whether it re- 
stricts its right to cancel for deterio- 
ration of health, and whether it writes 
guaranteed renewable health coverage 
and whether it permits conversions or 
continuance under group policies. Yes, 
an individual company may have a 
choice. But the industry has no choice 

“One of three things must happen— 
and soon: (1) The industry will vol- 
untarily do these things, or (2) the 
industry will be forced to do these 
things, or (3) the industry will soon 
be out or substantially out of the health 
insurance business. 


Important To All 

“The difference is vastly important 
to the insurance industry and I think 
equally important to the American 
people.” 

Mr. Wallace expressed the opinion 
that the right to cancel because of 
health deterioration could be given up 
with little or no loss. He said 36 years 
of experience and observation had led 
him to believe that the right to cancel 
for this reason has always been grossly 
overvalued. 

“I firmly believe that no company 
has gained as much as it has lost, when 
lapsed policies, the good-will of policy 
Owners and the public—and most im- 
portant—the demoralization of sales- 
men is considered,” he said. “This 
night will not and cannot offset an in- 
sufficient basic rate, nor can it offset 
inflation nor increased morbidity be- 
Cause of increased age. 

“If present rates are not adequate 
he solution is to raise the rate (un- 





less the company is willing to absorb 


the loss). Cancelling the policy for de- 
terioration of health is not a solution. 

“If reserves are inadequate because 
of increased use, inflation or increased 
morbidity due to age, increasing the 
premium may be the answer but can- 
cellation is not.” 

However, Mr. Wallace pointed out 
that cancellation and non-renewal due 
to deterioration of health—after policy 
issue—is a very serious long-range 
problem. He reminded his audience 
that 85% of all individual policies are 
subject to cancellation or non-renewal. 
In 1957 the HIA survey showed that 
73 member companies did not restrict 
the right of non-renewal by contract, 
by notice to the agency force, by board 
action or by underwriting policy. 

“Remembering that 85% of present 
business is cancellable I’d like to ex- 
press this personal opinion,” said Mr. 
Wallace. “No matter what we do 
about future business, this right to 
cancel on present business will bring 
disaster unless we voluntarily restrict 
our right to cancel for deterioration 
of health after the policy is issued.” 

Another weakness mentioned by Mr. 
Wallace was that the New York 1957 
survey showed that under group in- 
surance, in more than 70% of cases, 
coverage was lost when insured re- 
tired or left the group. He said the 
concern of the public and the legisla- 
tures is indicated by the Metcalf type 
of proposed legislation in New York. 


Vulnerable If It Fails 


Mr. Wallace said that to the degree 
that voluntary health insurance can- 
not or does not provide protection to 
a sizable number of persons because 
of their advanced age, physical condi- 
tion, or other reasons, then voluntary 
health insurance is vulnerable and in- 
viting government health insurance. 
That is, if health insurance is now 
considered a public necessity, no sub- 
stantial part of the public will long 
be denied health insurance—if not vol- 
untary insurance, then government 
insurance. 

Mr. Wallace was emphatic on the 
immediate and acute problem of pos- 
sible harmful and even destructive fed- 
eral legislation. He said the labor un- 
ions and many others confidently ex- 
pect a Forand-type bill, providing 
health care benefits for all those eligi- 
ble to receive social security benefits, 
to pass this year or at the latest in 
1960. 


Calls Complacency Unrealistic 


“For us to be complacent about it 
would be unrealistic and idiotic, espe- 
cially in view of the Canadian deb- 
acle,” he warned. “To contain this im- 
mediate threat, HIA has organized 
state legislative committees in all 
states. I hope you are giving them or 
will give them your strongest support. 

“At the state level, the Metcalf-type 
bill is the strongest current threat. In 
its original form its impact would have 
been very harmful. Even in a mild 
form, it could reduce the experimen- 
tation in new coverages and this could 
be very bad indeed.” 

Mr. Wallace said that until very 
recent years public relations for the 
industry had been a problem of con- 
siderable importance but that the or- 
ganization of the Health Insurance 
Institute as the public relations arm 
of the industry has provided an in- 
formed and authoritative voice speak- 
ing for the industry and in the opin- 
ion of the HIA board has done, even 
in this short time, “a far better job 

than we could have hoped for.” 


H. Lewis Rietz, 
Great Southern 
Life and an HIA 
director, discusses 
coming events at 
annual meeting 
with Mrs. Powell 
and Watson Powell 
Jr., American Re- 
public of Des 
Moines. 


On a long-range basis, perhaps the 
most serious problem is the ever in- 
creasing cost of health care, said Mr. 
Wallace. This is brought about only 
partly by inflation. It is due also to 
the increasing complexity and cost of 
diagnostic and therapeutic tolls and 
equipment and the increasing cost of 
skilled people to use them—and the 
end of all this is not yet in sight. 
Moreover, certain abuses have aggra- 
vated this problem. 

More economical ways of providing 
adequate health care must be found 
and unless this is done, nothing can 
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save the industry, or the doctors or 
the hospitals from socialization. If 
health care is priced out of the reach 
of too many people the government will 
and must step in, Mr. Wallace warned. 

Citing examples of experiments in 
adequate but more economical health 
care, Mr. Wallace mentioned progres- 
sive health care in hospitals, where 
there are areas for intensive care, areas 
for moderate care, areas for ambula- 
tory care, where the patient can wait 
on himself and take himself to the 
cafeteria; supervised home care, nurs- 
ing homes, etc. 
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OWN YOUR OWN AGENCY 


... every once in a 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we've got... 


6 The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
own agency, our contract can’t be 


beat. 


Ba personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
program aids the new agent in making a rapid 
? climb to a top producer. 


QA complete portfolio of life and S&A insurance plans, 
Fy designed to fit every prospect and his particular needs. They 
4 include a low-cost whole life plan, Family Guardian (family 
/ group pian), Major Medical Catastrophe Insurance plans, and the 
4 most versatile decreasing term riders ever devised. 


@ some excellent territories still open (including a few major cities) in 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 


Founded in 1878 


Home Office 
Detroit 2, Michigan 
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HteNATIONAL UNDERWRITER 


Dr. Larson Says AMA And HIA Have Only 
One Year To Lick Forand Legislation _ 


Members of the medical profession 
and the health insurance industry have 
only about one year left to demonstrate 
that private action is preferable to 
government action in the field of 
health care for the aged. This was the 
prediction of Dr. Leonard W. Larson, 


chairman of the board of trustees of 
American Medical Assn., in his talk 
at the Tuesday session of HIA’s meet- 
ing in Philadelphia. Dr. Larson’s con- 
densed speech follows. 


In approaching our mutual problems, 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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tion, and an excellent Bonus Plan. 


if necessary. 


SALES MANAGEMENT 
LEADING NATIONAL INSURANCE COMPANY 


We are seeking a person with proven Sales Management ability. This man has 
been successful in his present position, but desires to make a change because he 
feels that his advancement potential is limited in his present employment. He 
must be a man who is aggressive, intelligent, persuasive and who has a successful 
sales management background in the field of insurance. Our candidate is most 
likely a college graduate, married and active in civic affairs. 

To the above individual we will offer unlimited opportunity in the field of Sales 
Management. Salary will be no problem if we find the right man. We are also 
prepared to explain employee benefits second to none, including Profit participa- 


This opening is in the New England area and relocation assistance will be provided 


For a personal interview, please send complete résumé to: 
Box #6-18, c/o The National Underwriter Co. 
175 W. Jackson Blvd., Chicago 4, Ill. 








INDUSTRIAL ACTUARY 


Are you familiar with the specifics of INDUSTRIAL coverage? Are you a 
Fellow or near-Fellow who is seeking greater opportunity? If you are, there is a good 
chance you're the man we are looking for. 


We need help in handling our half billion of INDUSTRIAL business. Your work 
would concern rates, policy forms, valuations, Annual Statement figures, experience 
studies and the commission contract. If you lack experience in one or more of these 
fields, don't let it keep you from answering this ad. 


Your stariing salary would be attractive and would go up rapidly if you can 
prove your worth. If you have the ability, one year can bring you to the top level 
in our organization located in the Middle West. Replies are confidential so please 
give us full facts about yourself and your qualifications. Write to Box G-31, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ASSISTANT PUBLIC RELATIONS DIRECTOR 
Position open with one of the larger Mid-South companies. 
No Public Relations experience required but experience in 
Sales Promotion and/or Advertising in the Life Insurance field 
required. Prefer man under 35. 
per month depending on background. Send complete résumé. 
Write Box NY-9, c/o The National Underwriter Co., Adver- 
tising Dept., 17 John St., New York 38, N. Y. 


Starting salary $500 to $600 











WANTED—OVERSEAS AGENTS 


An old North American Life Insurance Com- 
pany with the largest and most aggressive 
life insurance agency in Europe is offering 
90% district agent’s contracts to a limited 
number of high caliber agents selling to mil- 
itary personne! stationed in Europe. Present 
agents selling up to three million a year. 
Wonderful income tax advantages for those 
who remain overseas 18 months or longer. 
Financing available. For further details send 
complete résumé and photo to Walter J. 
Bush, Overseas Manager, Wilhelm Leuschner 
Strasse 88, Frankfurt/Main, Germany. 











SALES MANAGER FOR 
CALIFORNIA COMPANIES 


Over-all sales manager of a combined life, 
casualty, and fire operation. Our com- 
panies are 10-year-old affiliates of the 
California Farm Bureau with a total pre- 
mium volume of over $8,500,000. 

We need a man who has both a thoroughly 
successful life sales and sales 9g + 


we no longer can waste time in con- 
soling one another or berating one an- 
other. Instead, we should study those 
problems with the aim of discovering 
that opportunities they present for con- 
structive, imaginative effort. 

However, we never shall realize our 
full potential for that kind of effort 
unless we recognize two very funda- 
mental points. The first is simply that 
medicine and insurance need each oth- 
er. In these times of swirling social, 
economic and political pressures, pri- 
vate medicine may stand or fall in 
relation to the success or failure of 
voluntary health insurance. By the 
same token, the continued existence 
of voluntary health insurance depends 
upon preservation of our system of 
private medical practice. 

If the bell tolls for any segment of 
either group—through federal regula- 
tion or subsidy—it eventually will toll 
for all of us. 

Of the various problems for which 
they advocate government action, the 
most urgent from the standpoint of 
medicine and insurance is health care 
of the aged. If we approach this prob- 
lem with full realization that we are 
interdependent and that we exist pri- 
marily for the benefit of the people, 
I think we can demonstrate that pri- 
vate action is preferable to government 
action. However, we have only about 
one year left for that big job—a year 
in which we must work fast and vig- 


orously. 
As you know, the Forand bill, which 
was first introduced in 1957, has 


emerged again in the 86th Congress, 
with only slight modification. This leg- 
islation would provide certain hospital, 
surgical, nursing home and dental ben- 
efits to persons receiving social se- 
curity retirement and_ survivorship 
payments. The same idea, with all 
kinds of variations in benefits and age 
of eligibility, will be appearing in many 
other bills and amendments to bills. 


Basic Principle Involved 


We must be concerned, therefore, 
not about the specific provisions of the 
Forand bill—which can be amended 
all over the lot—but about the basic 
principle involved. Any Forand-type 
legislation would present the same 
inherent danger, by adding service 
benefits to a social security program 
which so far has been limited to cash 
payments based on the floor-of-pro- 
tection concept. 

This new principle would completely 
alter the nature of the program. It 
would open the door for evolution of a 





GENERAL AGENCY 


A progressive insurance organization now 
entering Michigan makes available a top 
building Agency contract to men of proven 
sales ability between ages 30-50. A com- 
plete low cost portfolio of Life and A & S 
Insurance Plans to fit the needs of every 
prospect. Furnish complete information and 
photo in first reply which will be treated 
confidentially. Write to Box G-25, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








EXPERIENCED MANAGER 
AVAILABLE 


11 years Life sales and full agency man- 
agement experience. Interested in Multiple 
line company to develop Life, Group, & 





background and solid experience in casu- 
alty and fire. Prefer a college graduate, 
age 40 or under. Write to Box F-92, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





Pension sales through your agency forces. 
Prefer Northwest or Denver. Presently man- 
ager with major Life “only” company. 
Write Box G-24, c/o The National Under- 
— Co., 175 W. Jackson Blvd., Chicago 
4, il. 
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system of tax-paid health care for the 
entire population. 

Most students of the Washington 
scene believe, for a variety of politica] 
and economic reasons, that Forand.- 
type legislation will not make much 
headway in this year’s session of Con- 
gress. However, even if no _ serious 
threat arises in 1959, next year wil] 
be a different story. Nineteen-sixty 
will be a presidential election year, 
and all the boys on Capitol Hill will be 
trying to show what they are doing for 
the folks back home. Figuratively 
speaking, as they say in a_ baseball 
game with two out and men on base, 
“Everybody will be running.” 

As required reading on what we all 
face, I would recommend the March 
30 issue of Medical Economics maga- 
zine, which contained an article en. 
titled “How They’re Planning to Put 
Across the Forand Bill.” I won’t at- 
tempt to quote the article verbatim, 
but here are the main points: 

—Backers of the Forand bill are 
ready to accept compromises that wil] 
water down the bill. 

—Labor and its congressional spokes. 
men are chiefly interesied in estab- 
lishing a precedent for government- 
financed health care for the aged. 

—As part of their strategy, backers 
of the bill hope to prevent the Amer- 
ican Medical Assn. from establishing 
a united front with the insurance in- 
dustry, the Blue plans and the Amer- 
ican Hospital Assn., by using the tac- 
tics of divide and conquer. 

If strong opposition to the bill de- 
velops, these and possibly other po- 
litically expedient changes will be 
made before it reaches a final vote 
next year. 


Urges Helping Hospitals 


Solve Financial Woes 
(CONTINUED FROM PAGE 31) 

one medical procedure as against an- 
other procedure on a point scale. Af- 
ter a county medical society applies 
its applicable dollars-and-cents con- 
version factor to the schedule, it is 
used as a guide for fees in that partic- 
ular county. , 

Mr. Brown said that about 97% of 
the members of the San Joaquin Coun- 
ty Medical Society had joined the San 
Joaquin Foundation for Medical Care. 
The doctors who do not abide by the 
rulings of the foundation, based on 
fees of the relative value schedule, are 
droped from membership. 

Charles D. Scott, executive vice- 
president Great American Reserve, 
told the meeting that two factors 
greatly influenced the organizational 
structure and the rate of progress of 
the Texas state committee, of which he 
is chairman. The first is the work of 
the hospitals-insurance-physicians 
joint advisory committee of Texas 
which ‘preconditioned’ the climate 
for initiating the HIC activities, and 
second, the problems encountered due 
to the wide geographical area cov- 
ered. The joint advisory committee 
has been able to resolve the claim 
form problem and attain other goals 
through the development of a spirit of 
cooperation based on mutual confi- 
dence. 

Louis A. Orsini, assistant director of 
information and research of HIA, said 
the “grass roots” state committees’ 
program had “great potential.” How- 
ever, he added that its ultimate suc- 
cess would depend upon a number of 
factors, including broader company 
representation in the state committees 
and home office support for those 
council activities designed to overcome 
problems or points of irritation iden- 
tified in discussions with hospitals 
and doctors. 
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LIFE INSURANCE =DITION 


forand Bill Threat Pervades HIA Annual 


(CONTINUED FROM PAGE 27) 


the job that it should, “no man can 
say With certainty that the govern- 
ment won’t take over the health 
insurance business, but if we don’t do 
the job, it can be said with certainty 
that the government will take over 
our business.” 

Succeeding Mr. Wallace as associa- 
tion president was V. J. Skutt, presi- 
dent of Mutual of Omaha and of its life 
affiliate Companion Life, who was 
elected Monday. Millard M. Bartles, 
chairman of the insurance committee 
of Travelers, was named vice-presi- 
dent, and Dutton Stahl, president and 
secretary of Iowa State Travelers 
Mutual, was re-elected secretary. Les- 
lie P. Hemry, senior vice-president of 
American Mutual Liability, rounded 
off the slate as chairman of the public 
relations committee. 


Forand Bill Top Threat 


The really big news, however, re- 
mained the Forand bill threat which 
Mr. Wallace keynoted and which was 
picked up and elaborated on by other 
speakers and panelists. On Wednesday, 
for example, W. Douglas Bell, former 
vice-president and general manager 
for Canada of Paul Revere Life and 
now managing director of a new 
health insurance association being 
formed in Canada, gave a type of 
speech which could be characterized 
as “it can happen here.” Mr. Bell 
outlined some of the history of the 
provincial government hospital plans, 
their status today, how they have 
influenced Canadian A&S_ business 
and what is being .done to prevent 
their further spread. Then, on Tuesday 
morning, there was Dr. Leonard W. 
Larsen, chairman of the board of 
trustees of American Medical Assn., 
speaking for profession closely allied 
to A&S. Dr. Larsen warned that 
members of the medical profession and 
the health insurance business, working 
together, have only about one year 
left to demonstrate that private action 
is preferable to government action in 
the field of health care for the aged. 
Dr. Larsen pointed out that both AMA 
and HIA members must be made 
aware of the fact that chances for 
Forand-type legislation making any 
real headway in Congress this year 
may be pretty slim, but next year, a 
congressional and presidential election 
year, will be a different story. 


Editor Voices Concern 


But even someone completely un- 
associated with the business of health 
care—John W. Hazard, senior editor 
of Changing Times, the Kiplinger 
magazine—added his concern. He 
called for a better informed public on 
the subject of A&S, saying that the 
consumer, when he is not fully in- 
formed, “gets lulled into that beautiful 
feeling that he is getting something 
for nothing. He added that this could 
lead to continuing pressures for social- 
ized coverage and medicine at all ages. 

On Monday afternoon, Robert R. 
Neal, general manager of HIA, how- 
ever, in his report of association pro- 
Bess, began on an optimistic note. He 
said that there were very satisfactory 
signs that the health insurance busi- 
ness was meeting the challenge of 
Proving that the voluntary system of 
coverage can do the job for the Ameri- 
fan people. He gave as examples 1958 
benefit payments of more than $2.6 
billion, an increase of over 8.3%; 70 
million people are covered by health 
Msurance company policies, more than 
half the estimated total of 121 million 
Americans who have some form of 


health coverage through all insuring 
organizations. As for HIA, Mr. Neal 
said 19 new members had joined the 
association in the past year. Mr. Neal 
did, however, voice a qualified pessi- 
mistic feeling that there continues in 
America a trend toward further liber- 
alization in social matters. 

Commissioner Francis R. Smith of 
Pennsylvania greeted members on 
Monday and plugged for more money 
for his department as a step toward 
preserving state supervision of insur- 
ance. 

The panel, “The Impact of Govern- 
ment on Health Insurance,” moderated 
by John A. Henry, vice-president and 
general counsel of Continental Casual- 
ty, on Monday reviewed federal and 
state legislative problems. Milton A. 
Ellis, 3rd vice-president of Metropoli- 
tan Life, discussed gaps in state re- 
gulation of A&S coverage; John P. 
Hanna, general counsel of HIA, re- 
ported on the progress of the National 
Assn. of Insurance Commissioners’ 
model credit insurance bill; and Paul 
M. Hawkins, HIA counsel, covered the 
federal disclosure act. 

In his section of the panel, V. J. 
Skutt, the newly elected president of 
HIA, said that time was running out 
for the A&S industry to meet the 
challenge of getting adequate A&S 
coverage for everyone. He added that 
the test of whether A&S will be pro- 
vided by government or private busi- 
ness depends on how the industry 
meets this challenge. He also optimist- 
ically noted that the business was 
actually being spurred into a better 
program. 

To the question, “is what we’re do- 
ing good and sound?” Mr. Skutt an- 
swered that it was good for both the 
public and the A&S industry. As to 
whether it was sound or not, he said 
that time alone will tell. 


Legal Decisions Analyzed 


Joseph F. Murphy, secretary and 
counsel of American Fore Loyalty and 
chairman of the HIA legislative com- 
mittee, another panelist, dealt with 
public law 15, the U. S. Supreme 
Court decision in the American Hospi- 
tal and National Casualty cases, and 
some of the recent activities of the 
O’Mahoney subcommittee. 

In the afternoon, Charles B. McCaf- 
frey, professor of the Wharton school 
of the University of Pennsylvania, out- 
lined the place of disability income 
coverage in a personal insurance pro- 
gram. 

Dr. Anthony J. J. Rourke, New 
Rochelle, N. Y., hospital consultant, 
opened the Tuesday morning session 
with a discussion of the significance 
of the medical profession’s hospital 
accreditation program to A&S cover- 
age. The program, which consists of 
physicians passing on the quality of 
medical care in hospitals, is designed 
to guarantee for patients hospitals 


John H. Ames, 
Bankers of Ne- 
braska, Mrs. Ames, 
and Charles E. 
Probst, Provident 
Mutual, enjoy the 
reception on Sun- 
day. 


At HIA recep- 
tion—Ray Melvin, 
HIA assistant di- 
rector of company 
relations, center, is 
flanked by Marie 
Meade, executive 
secretary of HIA, 
left, and Mrs. Mel- 
vin. 


that are at least meeting a minimum 
standard of safety. This guarantee has 
meant added costs which must be 
born in part, at least, by the A&S 
business. He said that competition 
between plans like Blue Cross and 
A&sS insurers to keep premiums down 
and, in turn benefits, was contributing 
to delaying progress in health care. 


Everett Moderated Panel 


In the health insurance council’s 
panel by state committee chairmen, 
which was moderated by Ardell Ever- 
ett, 2nd vice-president of Prudential, 
Arnold B. Brown said that a potential 
answer to a number of common medi- 
cal and insurance problems in Cali- 
fornia may have been found in the 
development of a relative value sched- 
ule of doctors’ procedures. Mr. Brown 
is 3rd vice-president of Metropolitan 
Life. 

Charles D. Scott, executive vice- 
president of Great American Reserve, 
told the meeting that two factors have 
greatly influenced the organizational 
structure and the rate of progress of 
the Texas committee, of which he is 
chairman—the Hospital Insurance- 
Physicians Joint Committee of Texas, 
which pre-conditioned the climate for 
initiating the council’s activities, and 
the problems encountered due to the 
large geographical area covered by 
the committee. 

Louis A. Orsini, assistant director 
of information and research of HIA, 
said that although the state committee 
program has great potential, its ulti- 
mate success would depend upon 
broader company representation on 
state committees and home office sup- 
port for those council activities de- 
signed to overcome problems or points 
of irritation identified in discussions 
with hospitals and doctors. 


Hold PR Session 


Health Insurance Institute, the pub- 
lic relations arm of HIA, took over 
the Tuesday afternoon session. A re- 
port of the public relations committee 
was given by Chairman H. Clay John- 
son, executive vice-president of Royal- 
Globe. He said that HIA had enjoyed 
a good public relations year, but at 
the same time emphasized that the 
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association still needs a national ad- 
vertising campaign like the one sug- 
gested at the 1958 HIA meeting in 
Chicago. 

James R. Williams, 
of the institute, in his report, said 
that the growing public desire to know 


vice-president 


more about what health insurance 
does and how it works emphasizes 
the continuing responsibility of the 
business to make available an in- 
creasing variety of information. 

“By increasing our reporting of 
health insurance information,” Mr. 
Williams said, “we have a splendid 
opportunity to use the existing good- 
will for even further public acceptance 
for our business.” 


Professor Speaks 


Harold Hunt, Eliot professor of ed- 
ucation of the graduate school of edu- 
cation of Harvard University, discussed 
public education and its relationship 
to business. : 

At the closing session on Wednesday 
morning Commissioner Sam N. Beery 
of Colorado, urged, “if you want 
federal regulation, then do nothing.” 

He reported that in a recent survey 
it was found that 61% of those ques- 
tioned believed that the federal gov- 
ernment should regulate insurance, 
and 18% believed the federal govern- 
ment was already in the business of 
regulating insurance. Mr. Beery is also 
vice-president of National Assn. of 
Insurance Commissioners. 


McCaffrey Advises: 
Program Disability 


Income Coverages 


Charles B. McCaffrey, professor of 
the Wharton School of the University 
of Pennsylvania, told the Health In- 
surance Assn. meeting in Philadelphia 
that he has never been approached by 
a life agent who attempted to program 
disability income coverage into his 
over-all insurance program. This is 
typical of most all life agents, Mr. Mc- 
Caffrey said, and is an area where the 
industry as a whole is making a big 
mistake. 

Mr. McCaffrey noted that the trend 
today was to put disability income in 
its proper relationship to other bene- 
fits, if not by the agent, then by the 
public. And if the life insurance 
companies do not follow through with 
this public desire and need, government 
will. 

Mr. McCaffrey said the life insurance 
business is in the same position today 
that Blue Cross was some years ago 
when it, instead of the state or federal 
government, stepped in to cover acci- 
dent and sickness. Life companies can 
do the same thing with disability in- 
come if they will become aware of the 
fact that it is a coverage that should 
be programmed, and present it to the 
client as such. 








One of Gershwin’s best programs 
came from The Man from Equitable 


Gershwin’s insurance program was composed by 
The Man from Equitable—a man who's been ap- 
plauded a hundred years for insurance writing. This 
year, during the Hundredth Anniversary, there’s 
even more to applaud. New graded premiums, for 
example. New lower rates for women on larger size 





policies. Or the guaranteed insurability option. And 
more. It’s all being explained regularly on poucLas 
EDWARDS WITH THE NEWS, over nationwide CBS-TV. 
No wonder so many top underwriters enjoy being 
The Man from Equitable! Applause is good for the 
ears. Doesn't hurt the pocketbook, either. 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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